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Doorways to Protection 


Entrance to the Home Office 
Building of The American Surety 


Company of New York 


All of your customers 
own or rent buildings 




















They need RENT—RENTAL VALUE 
or LEASEHOLD INSURANCE 


These three are important coverages Rent Insurance is of particular interest 
not widely understood by insurance to the first list. Rental Value is 1m- 
buyers. It is unfortunate that they portant to the second list. (Many 
are not better known because they are names appear on both.) Leasehold 
inexpensive policies that offer par- Interest has great appeal to the third 
ticularly desirable protection. group. T hese three policies offer you 
However, because the policies are something specific to sell—_and that 
little known, there is greater oppor- is important in days w hen buyers 


. . -. are annoved by generalities. Your 
tunitv for vou to sell them. A briet Hoe - 5 


own lists will give vou first grade 


explanation quickly shows their val- S S 
ie. Hence we make this suggestion. pomapecss. 

Go through your customer and pros 

pect files. Make three lists: one, Copies of our pamphlet “ Protecting 
owners of property which they rent Rents and Rentals” are yours tor the 
to others; a second, owners who oc asking. You should have full intor 
cupy their own property; a third, mation on these forms. Shall we send 


tenants who hold valuable leases. a representative to discuss them? 





gricultaral mpire State 


§nsurance Company. Insurance Company, 
of Watertoun VY of Watertown, T.4 


; 


offering all types of property insurance for industry or the home. 
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This Week: 


A LAYMAN'S VIEWS 

@ Harry Tucker, a college professor who has 
made a study of automobile accidents, 
does not believe that the present methods 
employed for determining insurance rates 
are perfect. In his article Mr. Tucker makes 
a number of suggestions regarding rate mak- 
ing which, he believes, would result in more 
profitable business for the companies and 
would make a great class of motorists more 
personally interested in accident prevention. 


* * # 


SHE MADE GOOD 

@ Mrs. Robert B. Stevens at the death of 
her husband inherited a fire insurance agency 
in a small Oklahoma city. She made a suc- 
cess of it and John Ashmead interviewed her 
and tells how she did it and gives her im- 
pressions regarding the insurance business. 


AMERICAN SURETY 

@ One of the most beautiful office build- 
ings in New York is that of the American 
Surety Company on Broadway. Its story is 
told on page 13. 


Next Week: 


PERSPECTIVE 

q “Brother, can't you trust the Lord?" the 
elders of the church asked a member who 
contemplated the purchase of a life insurance 
policy. And his insistence upon this protec- 
tion brought about a movement aimed to 
turn the offending member out of the church. 
The trial, with its precedent-bustin’ effect, is 
made the basis of an interesting article by 
Edrie Doyle, an article which emphasizes the 
progress of the past few decades. 


* * * 


UPWARD 

@ Another of Dr. Hoffman's mortality stud- 
ies, the Diabetes Death Rate, indicates that 
medical science still has a big job ahead, 
for in spite of insulin treatment and other ad- 
vances, the death rate from this cause is 
still going up. The figure has risen from 15.9 
to 24.6 during the last twenty years. 








Time to Fight Back 


OR more than two years the insurance world has been beset 

with rumors and whispered innuendos about the solvency and 

integrity of this or that company. The age, reputation or actual 
financial stability of the company under discussion was not con- 
sidered. This scandal-mongering has been deplored and decried 
but has not stopped. In the meanwhile practically every company 
in the country has been the subject of some malicious report. Con- 
vention values, roundly misunderstood, seem to be viewed as poli- 
tics’ gift to insurance, instead of recognizing in them a forward 
step wisely taken to establish a sounder and more permanent 
measuring rod, for the long term investments of insurance com- 
panies. No political speech was complete unless it included a 
promise to save a great insurance company. Beyond a doubt, in 
whatever form these attacks occur, whether direct or by insinua- 
tion, they are detrimental to insurance institutionally. 

This loose talk, if not soon checked, will have its effect in the 
loss of public confidence. It is bringing destruction to an ideal 
cherished universally by rich and poor, old and young. Such stories 
coming from insurance men, break a faith in insurance as the last 
line of defense. Unbridled continuance may well shatter an institu- 
tion and negate the painstaking and effective work of years. 

The time is ripe for insurance men to supplant negative action 
with positive information as to the truth of the situation. The facts 
are that with a surprisingly few exceptions, and the exceptions not 
due to the present crisis, insurance companies are in a sounder fi- 
nancial condition today than they were in the prosperous era. Con- 
servative practices necessitated by a lowered buying power of the 
people have brought about constructive changes in investment and 
management policy impossible in any other period. Insurance com- 
panies are now in a position financially to stand the most trying 
strain that imagination can portray. Executives and employees, 
agents and policyholders can go to bed at night with the established 
conviction that promises they have made and protection that they 
have purchased are ready for delivery on demand. 

It remains for the insurance companies to inaugurate a cam- 
paign of information. By giving constant publicity to their finan- 
cial statements and showing their unquestioned solvency it is pos- 
sible to restore to their agency force a more balanced belief in the in- 
tegrity of the business and the companies they represent. It is 


almost impossible to effectively give 
TPE 





proper attention to business increase 
when constant distraction of ill-founded 
rumors is bringing about hysteria. 
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A Layman’s Views on Aut 


INCE the invention and wide use 
of the automobile motor vehicle, 
accidents have increased steadily 

in numbers until in 1931 about 35,000 
persons lost their lives in traffic acci- 
dents. 

The causes of motor vehicle accidents 
are numerous. But why the numbers 
should increase with better and safer 
roads, more carefully designed motor 
vehicles, and more experienced drivers, 
is a problem which puzzles the student 
of traffic accident statistics. It is clear 
that the very elements which should 
contribute to safe driving are often in- 
directly responsible, in many cases, for 
accidents. Thus, better roads and more 
sturdily built cars tempt the experi- 
enced motorist to take frequent chances. 
No accident results from taking ninety- 
nine chances, but in dense traffic, at a 
bad intersection, driving at an excessive 
speed, taking the one-hundredth chance 
results in a serious accident. In brief, 
taking chances, generally through 
speeding, is responsible for more motor 
vehicle accidents than all other causes 
combined. 

There are twenty-six million motor 
vehicles in the United States. It is a 
safe statement that every one in this 
country uses them at some time, and 
that the majority of the 
people are dependent, to 
some extent, on motor 
vehicle transportation. 
Most people, therefore, 
and many agencies are 
vitally interested in motor 
vehicle accidents and the 
ways and means of reduc- 
ing the annual toll of lives 
and property lost in such 
accidents. 

Since the profitable op- 
eration of their business 
is directly affected by in- 
creases in motor vehicle 
accidents, companies writ- 
ing automobile liability 
insurance are vitally in- 
terested in methods of re- 
ducing traffic accidents. 
The purpose of this article 
is to point out certain fac- 
tors which are present in 
street and highway traffic 
accidents, and to suggest 
that they be considered in 
writing contracts for liability insur- 
ance, with particular reference to pri- 
vate motor vehicles. Since the writer is 
not an insurance man, the suggestions 
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may not be practical. It is believed, 
however, that they are worthy of con- 
sideration, and if adopted, either in 
part or altogether, may prove helpful 
factors in reducing motor accidents. 

Automobile insurance has grown 
with the ever-increasing use of motor 
vehicles. But companies specializing in 
this form of insurance have failed to 
show reasonable profits; in fact, many 
of them have lost money steadily, espe- 
cially on the contracts covering public 
liability and property damage. An ef- 
fort has been made to place this busi- 
ness on a profitable basis through in- 
creasing rates. It is questionable 
whether the desired result will be 
achieved in this way. It is more likely 
that changes in the methods of de- 
termining rates, basing them more close- 
ly upon accident statistics, together with 
a detailed study of individual driver 
characteristics, might not only create 
a more profitable business but actually 
be an aid in decreasing motor vehicle 
accidents. 

The general method for determining 
rates at the present time appears to be 
based upon the make and year of car 
and the district in which its owner lives. 
Little consideration seems to be given 
to the character and characteristics of 


SOULE OUTED UTR SE EE 


R. TUCKER is Not anInsur- 
ance Man. He is Professor 
of Highway Engineering of the 
School of Engineering, Depart- 
ment of Civil Engineering, North 
Carolina State College, at 
Raleigh. He Studies the Question 
from the Standpoint of the Engi- 
neer and Insurance MenWiill Find 
His Suggestions for Rate Making 
Interesting Even Though All of 
Them May Not Be Easy to Ap- 
ply to the Complicated Situation. 
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the drivers, except in those states 
where discounts from the standard pre- 
miums are allowed for merit rating. 
Except as indicated, the age of the 
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drivers, unless under sixteen years of 
age, the number of persons who will 
drive the car, experience of the drivers, 
and numerous other characteristics are 
all ignored when determining the pre- 
mium for public liability and property 
damage for private passenger motor 
vehicles. 

A study of motor vehicle accidents 
shows that the chances of drivers from 
eighteen to twenty-four years of age 
having accidents are five times as great 
as those whose ages are between twenty- 
five and fifty-five. Hence, the youthful 
driver is not as good a risk as the driver 
of more mature years. And this is to 
be expected. Youth is inclined to be 
impetuous, reckless, always taking a 
chance—the chances which too often, 
when driving an automobile, lead to ac- 
cidents. It would seem logical, there- 
fore, that the rate for automobile insur- 
ance should be based, to some extent, 
upon the age of the drivers. 

Then, too, the liability of a motor 
vehicle to be involved in an accident 
within a given period is a function of 
the mileage it is driven. Which means, 
if all other things are equal, that a 
ear driven 20,000 miles during one year 
will be liable to be involved in twice 
as many accidents as one driven only 
10,000 miles per year. 
This is clear when it is 
understood that most traf- 
fic accidents are the direct 
results of taking chances 
and that the farther a 
ear is driven the more 
chances there are to take. 

Some __ consideration, 
therefore, should be given 
to the mileage a car is to 
be driven within a speci- 
fied time when fixing the 
premium rate for public 
liability and property 
damage insurance. 

Under the present sys- 
tem of determining rates, 
it seems to make no dif- 
ference whether one or a 
dozen persons will drive 
the car. The rate will be 
the same in either case. 
There is many an owner 
of an automobile who 
drives his car exclusively 
and who will not allow 
anyone else to drive it. If the man is 
an experienced, careful driver, insuring 
his car is certainly a far better risk than 
insuring the car of a man with ten 
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By Harry TUCKER 





persons in the family, all members of 
which, from the fifteen-year-old son up, 
drive the car. Hence, some difference 
should be made in the premium rates, 
depending on the number of persons who 
are in the family of the owner of the 
car, and who are permitted to drive it 
at any and all times. 

Again, while automobiles are well 
designed and carefully built they need 
attention from time to time if they are 
to be operated safely over the highways 
at all speeds. Ten per cent of all motor 
vehicle accidents are directly attributed 
to defects in the vehicles themselves. 
All automobiles should be inspected pe- 
riodically, particularly with respect to 
the brakes, tires, steering mechanism 
and lights. 

The plan of merit rating, in effect in 
all but six of the states, with proper 
modifications, may prove helpful. It is 
believed better results would be ob- 
tained by a more thorough enlistment 
of the aid of the automobile owner and 
giving him more liberal discounts for 
experience and freedom from accidents. 
The personal element is present in 
practically all motor vehicle accidents. 
The driver must be made aware of his 
responsibility to operate his car safely. 
If he gets a direct financial benefit, 
through decreased premiums for insur- 
ance, he will be far less likely to take 
chances. 

All of which means that instead of 
insuring the automobile of everyone 
who desires insurance, risks should be 
carefully investigated and then selected. 
Carelessness in investigation, and fail- 
ure to give consideration to age, mile- 
age, number of drivers, care of car, and 
experience rating, may possibly be off- 
set by higher rates. But this in effect 
is penalizing a certain class of motor 
vehicle owners. In reality higher rates 
cause the companies to lose the very 
class of business which is profitable; 
the careful, conscientious driver, unable 
to pay the higher premiums, and having 
driven his car for a number of years 
without accidents, will no longer take 
out automobile insurance. 

On the other hand, the careless and 
reckless motorist, knowing that the 
premium rates are the same for all 
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classes of drivers, pays the increased 
rates, and takes as many chances as 
ever. The bad risks are repeatedly in- 
sured, many of the good risks cease 
to take insurance, and the result is a 
higher accident ratio for the companies. 

Many insurance men will recall a 
similar situation which developed about 
ten years ago in the bonding of con- 
tractors in highway construction. The 
insurance agents were so anxious to 
“write” the contract bond that little 
consideration was given to the financial 
standing of the contractors. As a re- 
sult, the inexperienced contractors went 
broke by the hundreds and the bonding 
companies, in many cases, were called 
upon to complete the contracts. Lack 
of proper investigations and “taking a 
chance” by bonding an irresponsible 
contractor not only caused a loss to 
the bonding companies, but finally re- 
sulted in higher rates for the finan- 
cially responsible contractors. 

Many motor vehicle owners prefer 
an all-inclusive contract, under which 
all possible risks connected with the 
ownership of a car will be covered. 
For those who can afford to pay the 










premiums such contracts are unusually 
attractive, and should be available. But 
the great majority of owners of. private 
passenger automobiles would prefer to 
cooperate with the insurance companies, 
and drive more carefully, especially if 
given a direct return through decreased 
premium rates. 

Most of the suggestions which have 
been made might be followed in a prac- 
tical way by writing policies covering 
individual liability. In this case it is 
possible to investigate and to select 
risks with the same degree of care ex- 
ercised in examining an applicant for 
life insurance. But, unfortunately, for 
the complete protection of the owner, 
it is necessary to insure the motor 
vehicle. 

It is believed, however, that the re- 
sults which may be accomplished will 
justify an attempt by the companies to 
evaluate the effect on premium rates 
of individual driver characteristics and 
experience. For one thing, more profit- 


able business may result; for another 
a great class of motorists would be 
more personally interested in accident 
prevention. 








Built to Withstand 


New York Times of last 


HE 
Sunday, in commenting editori- 
ally upon an address delivered 
before the Life Underwriters Asso- 
ciation of New York by George S. 


Van Schaick, superintendent of 
insurance of New York State, said: 

“It is a warrantable conclusion 
that ‘life insurance is built to with- 
stand the most severe and continu- 
ing strain.’ It has met the high 
expectations of its sponsors and 
‘proved its worth and stability.’ 
This is reassuring word to the 
68,000,000 policyholders in the 
United States, and to the other 
millions for whom they have made 
sacrifices to give economic protec- 
tion.” 

If “recent tidings,” were the cor- 
rect and only definition of “news” 
the above would hardly be so 
designated. Yet it is good news 
and the more often and widely it is 
repeated the better. Many of the 
age-old reasons given to a life in- 
surance agent by a prospect when 
he solicits business will still be 
heard, but it is unlikely that he will 
often be told by an intelligent man 
or woman the one that a few years 
ago was common enough: “I don’t 
believe in life insurance.” The man 
today who doesn’t believe in life in- 
surance would be laughed at as an 
ignoramus not simply by insurance 
men but by anyone who has paid 
any attention at all to the economic 
situation during the past three 
years. 

Fortunately the great good that 
life insurance has done, is doing 
and will continue to do may be 
charted. During the past three 
years millions of individuals have 
personally been made conscious as 
never before that in insurance was 
one sure stronghold against the 
floods of disaster that engulfed so 
many other things in which they 
had trusted. It is not surprising 
that the sale of life insurance 
policies has fallen off during the 
past two years, but it is amazing 
that such a great amount has been 
sold during that time. 

When normal times return and 
prosperity is with us again the 
lesson so strikingly taught by the 
record of insurance stability will 
not be forgotten. Such sowing 
will reap a harvest greater than 
ever known. All of this has been 


said many times before, and it 
should be said many times again. 


With the Editors 


Not only has life insurance “with- 
stood the most severe and continu- 
ing strain,” but it furnishes a 
hope for the future that cannot be 
over estimated. 





R. F. C. Loans 


ISCUSSING the activities of 

that small but persistent minor- 
ity of piratical, unethical slanderers 
in the life insurance business, an ex- 
ecutive whose problems have been 
aggravated all through the depres- 
sion by such practice, recently re- 
marked that most life insurance 
men want to be and are fair in their 
relations in the main. “The vast 
majority want to be helpful,” he 
declared. “In fact they must be. 
It’s good business as well as good 
moral conduct.” 

The small group of companies 
that have found it expedient to in- 
crease their liquidity by borrowing 
from the Reconstruction Finance 
Corporation, in many cases doing 
so in order to avoid the necessity 
of foreclosing on mortgaged homes 
and business property, has de- 
veloped a_ situation “made-to- 
order” for the attack of unscrup- 
ulous authors of “whispering cam- 
paigns.” And these destructive 
agencies have not been unmindful 
of their opportunity for disservice. 
On the other hand, the great, far- 
seeing institution itself has rallied 
to a sane defense of insurance in a 
quiet but effective impulse to check 
inroads on the confidence of the 
public and the agency personnel. 
A shining example of this tend- 
ency, for instance, is offered in the 
announcement of the Mutual Life 
of New York, printed in the com- 
pany’s bulletin, Points. 

The Mutual Life assures its field 
force that it has not borrowed from 
the R. F. C., nor found it necessary 
to sell any securities, in an item 
which is prefaced by the following 
paragraph, suggested as a worth- 
while model: “Loans by the Re- 
construction Finance Corporation 
are announced from time to time in 
the public press. It appears that 
loans relatively small in the aggre- 
gate have been made to a few Life 
Insurance Companies. These com- 
panies have secured these loans ap- 
parently because they considered 
it desirable to increase their liquid- 
ity. That they have done so is no 
indication of financial instability.” 












Misuse of Collections 


ECENT commentators on the 
credit troubles of agents, in- 
cluding Superintendent Van 
Schaick of New York, hint that the 
most serious difficulty may not be 
concerned so much with the col- 
lection of the premium as the mis- 
use of the premium after it has 
been collected. 

In other words, it is suggested 
that a number of agents and 
brokers maintaining, these days, 
an extremely delicate balance of 
profit and loss are in danger, if 
they permit themselves to fall into 
loose bookkeeping habits, of utiliz- 
ing premium collections for 
personal uses to a point where 
they find it difficult to extricate 
themselves from the ensuing 
muddle. 

There can be no doubt that in 
times of stress this is an all too 
human weakness. Superintendent 
Van Schaick, in fact, pointed out 
in his recent address before the 
New York Brokers that this pre- 
cise tendency was to be observed 
in the legal profession. It was 
found that mingling of clients 
monies with legal funds was at the 
bottom of the majority of com- 
plaints against lawyers. As a 
result there grew up the rule now 
almost with the force of statute 
that clients’ monies and personal 
funds must be kept in separate 
accounts. Since this has become 
the accepted practice among law- 
yers, a marked improvement has 
been noted. 

Insurance agents and brokers 
should adhere most strictly to this 
practice—which is the only prac- 
tice that should be considered by 
those with whom other people’s 
money is placed in trust. No 
matter how slow collections may 
be, every dollar collected as 
premium monies would be more 
wisely placed in an_ inviolable 
account properly credited. 

Mr. Van Schaick’s advice to 
companies likewise should not 
pass unnoticed. The companies 
owe it to themselves, as well as to 
their agents, to hold agents to 
strict accountability in the matter 
of premium payments. It requires 
the utmost cooperation of all con- 
cerned to offset effectively what 
may be called, in Mr. Van Schaick’s 
well chosen phrase “the moral 
overstrain” during this time of 
severe economic pressure. 
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* 
Time 
Weekly News Review 


C. D. Devlin, superintendent of 
agencies of the Confederation Life, 
Canada, elected chairman of the 
Association of Life Agency Officers, 
and Lee H. Dougherty, president of 
the Guaranty Life of lowa, elected 
chairman of the Life Insurance Sales 
Research Bureau at joint meeting of 
the two organizations in Chicago. 





The Guaranty Old Line Life Insur- 
ance Company, a legal reserve stock 
company, with J. C. Everett as presi- 
dent, is organized at Dallas, Tex. 





The National Life Insurance Com- 
pany, Montpelier, Vt., announces a 
reduced dividend scale for policy- 
holders in 1933. 





A. C. Tucker, chairman of the 
board of the Royal Union Life In- 
surance Company, resumes active 
management of company after sev- 
eral years’ retirement. 





The Missouri State Life Insurance 
Company reports a gain of $1,000,000 
in business for the first nine months 
of 1932, as compared with the similar 
period of 1931. 





The New England Mutual Life In- 
surance Company announces it will 
maintain present dividend scale in 
1933, adding to record of 33 years 
with no revision except upward. 





C. D. McVay, general counsel of 
the Ohio Farmers Insurance Com- 
pany, becomes vice-president and di- 
rector and J. C. Hiestand, assistant 
secretary, becomes secretary of the 
company. 





Fire companies in Pennsylvania, 
Delaware and Maryland, approve 
plans for the proposed Middle De- 
partment Rating Association, which 
will be organized in Philadelphia, No- 
vember 22. 


Superintendent Charles C. Greer 
of Alabama, recommends to fire and 
casualty companies that balances 
handled by agents be made a fiduci- 
ary trust. 





President John T. Byrne, other of- 
ficers and members of standing com- 
mittees of the American Institute of 
Marine Underwriters, are re-elected 
for the ensuing year. 





Merger of Lloyds Casualty Com- 
pany, Constitution Indemnity Com- 
pany and Detroit Fidelity and Surety 
Company to form Lloyds Insurance 
Company of America, is announced 
by Julius H. Barnes, chairman of the 
board of directors of the new carrier. 





W. H. Koops becomes president of 
the Great American Indemnity Com- 
pany, and Jesse S. Phillips becomes 
chairman of the board of the com- 
pany, having exchanged positions. 
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By ROBERT WADE SHEEHAN———— 
Te: further we ordinary fellows go into 








the study of Governmental finance, the 

greater grows our confusion. Perhaps 
one of our chief troubles lies in the fact that 
the “humanizers” of these great problems 
have given us a wrong steer. They have 
told us to regard the Federal government’s 
finances just as we would those of an in- 
dividual or a corporation. We have done this 
with the result that the problems become so 
simple as to convince us that it must be a 
completely different set of problems that has 
puzzled the best minds in Washington for 
many a year. 

What they have neglected to explain to us 
is that a corporation is conducted for profit; 
a government for the welfare of its people. 
Thus, if Prohibition were an economic issue, 
instead of a moral one, it would hardly be 
an issue at all. Few people would contend 
that the reduction of the economic ravages 
of drink under Prohibition would counter- 
balance the possible billion dollars yearly 
which the Federal government would collect 
in taxes on wines, malt liquors and spirits. 
But we have no right intentionally to “bal- 
ance the budget with beer,” although a modi- 
fied Volstead Act would probably go a long 
way towards accomplishing it. If Prohibi- 
tion promotes the welfare of the people, 
then the budget must be stretched to accom- 
modate it. That’s why budgets were born. 

Similarly with armaments. The President’s 
proposal to reduce them one-third all around 
would lop off about $242,000,000 from our 
national budget, but that will be a secondary 
consideration with him; national security is 
his first. 





es 
Tide 
Current Economic Trends 


Great Britain and France ask the 
United States for immediate post- 
ponement of debt payments due on 
December 15; invite the United 
States to participate in a re-examina- 
tion of the whole problem of inter- 
national debts. 





Reconstruction Finance Corpora- 
tion advance of $11,450,000 to capi- 
tal stock of the twelve Federal Land 
Banks, in addition to Treasury sub- 
scription of $125,000,000 previously 
announced increased preponderant 
interest of the Federal government 
in the banking system. 





Steel production during the week 
is sustained at 21 per cent of operat- 
ing capacity by automotive require- 
ments for new models now being put 
into production. 





Composite average of 70 indus- 
trial stocks on the New York Stock Ex- 
change, according to the New 
York Herald Tribune, closed Monday 
at 111.47 and closed Saturday, No- 
vember 12, at 113.06. 





Composite average of 30 rails 
closed Monday at 25.37 and closed 
Saturday at 27.34. 





Composite average of 30 bonds on 
the New York Stock Exchange, closed 
Monday at 77.02 and closed Satur- 
day at 77.57. ° 


Some 10,000,000 gallons of Cali- 
fornia wines, having an estimated 
value of $15,000,000, are locked in 
bonded wineries of the state await- 
ing permissive legislation to enter na- 
tional and world markets, according 
to the Bank of America's weekly re- 
view of business. 





Loadings of revenue freight for 
the week ended November 5 
amounted to 588,383 cars, a de- 
crease of 29,259 from the preceding 
week, and 128,665 from the corre- 
sponding week of a year ago, ac- 
cording to the American Railway 
Association. 


Firmness in the wheat market 
abroad and reduction in the official 
estimate of the Canadian crop, bring 
higher prices at close of the week on 
the Chicago Board of Trade. 





Cotton market witnesses broad and 
active trading, with prices fluctuating 
over a range of $3.50 a bale and 
closing with net gains of 10 to 20 
cents a point, $2.35 to $2.55 above 
the low prices for the current move- 
ment. 





Increased activity among the auto- 
mobile plants, with Chevrolet and 
Chrysler announcing extensive pro- 
grams for immediate construction of 
new models, is bright spot in the 
Detroit area. 


An average of 62 per cent of new 
automobiles sold during the present 
year were paid for on the installment 
plan, according to the National 
Association of Finance Companies. 
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Made Good 


a Man’s Job in 


Insurance 





Doing It 


ANY women enter insurance 
to carry on a business be- 
queathed by their husbands. 
Quite a few of the legatees get rid 
of the burden at the first opportunity. 
Others display an aptitude for the work 
and a knowledge that inspires confi- 
dence. Such agencies develop. Here’s 
the story of a woman at present con- 
ducting an agency in Lawton, Okla. 
There’s nothing particularly brilliant 
in the recital. It’s the same old story 
of success; the same old story of hard 
work; the same old story of the grit 
to stick it out. Perhaps this brief his- 
tory will inspire some struggling agent 
to greater effort. If it does, I know 
Mrs. Stevens will forgive one inter- 
viewer for the trouble he has caused 
her. 

Back in 1902, when Oklahoma was 
still Indian Territory, and the Chero- 
kees, Creeks, Choctaws, Chickasaws 
and other Indians hadn’t begun their 
monthly pilgrimages to Muskogee and 
oil royalties, Lawton wasn’t much of a 
place. That is, it didn’t look much like 
the place it.was eventually to become. 
The unpaved streets and _ sporadic 
street lighting, combined with the lack 
of living accommodations—in a com- 
munity having every economic reason 
for development—were, however, to the 
careful observer, but the physical evi- 
dences of growing pains. 

The settlement was wide open in 
those early days. One could seldom 
traverse a block without passing a 
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A Woman Who 


The Story of How Mrs. 
Robert B. Stevens Inherited 
a Fire Insurance Agency in 
a Small City in Oklahoma 
and Kept It Going With 
Great Success and Enjoys 


By JOHN ASHMEAD 
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saloon catering to the mixed class of 
thirsty humanity that comprised the 
male population. Practically every 
state in the Union was represented. A 
loiterer along the way could distinguish 
the soft drawl of the Texan, the nasal 
twang of the New Englander, and the 
slurred accents of the Southerner, as 
bits of talk filtered through the drone 
of sidewalk conversation. Speculators 
rubbed shoulders with cattlemen and 
other adventurous spirits. Blanketed 
Indians provided a colorful background 
for the scene. 

The picturesque surroundings failed 
to impress at least one transient mem- 
ber of the community. She stood at the 
edge of the primitive plank walk con- 
templating, with true feminine terror, 
the problem of crossing the rutted, 
muddy street. She was Miss Bates 
from Texas. It was her first visit to 
Lawton, and she made a mental resolu- 
tion it was going to be her last. But 
“the best laid schemes 0’ mice and men, 
gang aft a-gley” and 12 years later 
chance brought her back. 

Much to her delight she found Law- 
ton wonderfully improved. The streets 
were paved. Good brick buildings had 
replaced the tents and temporary struc- 
tures of the pioneer days. A fine city 
hall, and finer school buildings had been 
built. The natural beauty surrounding 
“the Gateway to the Wichitas” had at- 
tracted hundreds of sport and nature 
lovers, and the nearness of Fort Sill, 
one of the larger United States army 


















Mrs. Robert B. Stevens 






posts, had contributed toward making 
Lawton a permanent, thriving little 
city. 

As Mrs. Robert B. Stevens, the lady 
from Texas was happy. Her husband, 
her young son Robert, and her home, 
occupied her time completely. Life con- 
tinued placidly as the baby grew. One 
day a friend suggested to Mr. Stevens 
that he buy an insurance agency that 
was for sale. After talking the offer 
over with his wife, the agency was pur- 
chased and the Stevens’ started their 
insurance career. 

The official motto of the State of 
Oklahoma is “Labor Omnia Vincit,” 
which literally interpreted means, labor 
conquers all things. The pioneer spirit 
that inspired the motto spurred on the 
Stevens’; but they shortly discovered 
that their friends were reluctant to dis- 
turb insurance relations already estab- 
lished with other agencies. In fact, 
they found that, to most people, in- 
cluding themselves, insurance was a 
tangled forest. They decided they 
needed a guide, and one of the men 
they turned to for advice was Mr. 
Frank Beazley, ex-football star of 
Michigan. 

It wasn’t long before they were 
wholly occupied with the routine of 
running an insurance agency. Mr. 
Stevens solicited business; Mrs. Stevens 
managed the office. Their working day 
was a long one that often extended far 
into the evening, as they concentrated 
(Concluded on page 26) 















“ NEW ORLEAN 








America’s Most 
Interesting City 


Settled by the French. dominated by the Spanish, sold to 
the United States, chief seaport of the Confederacy, victim of 
Reconstruction, here the echoes of a glorious past are still 
audible above the busy hum of a progressively modern city. 


It was in New Orleans, Second Port, U. S. A, that Union 
Indemnity Company was organized. The steady growth of 
this Company has been as romantic and interesting as the 
growth of the city itself. For in only a few years, Union 
Indemnity Company has developed until today the group 
which bears its name writes all kinds of insurance and is 
represented in every state of the Union, from Maine to Cali- 
fornia and from Canada to the Gulf. The Home Office Build- 
ing, at Baronne and Gravier Streets. in the heart of the finan- 
cial center of the South, is indeed a monument to the great sec’ telah Geta’ cull ca nial 
business of insurance—the backbone of the financial structure fia ORE ELI it 
of the nation. world famed for their cuisine; the 


, r . . Fr h Quarter of a Creole city 
When you come to New Orleans, be it business or pleasure, ag gy ts 
. which has floursshed under four 


let this Company show you the intimate details not found in gevetamens. We ether cis @ 
the guide hooks. Let us tell you the stories best known to America offers so much and offers 
the people who live here. it so freely. 


Union Inpvemniry G ompany 


A DIVISION OF INSURANCE SECURITIES COMPANY, 


Cool shadowe s 
flagged Spanish pativs. bright flow- 


Detroit Life Insurance Company 
La Salle Fire Insurance Company 
Union Title Guarantee Company, Inc. 


EXECUTIVE OFFICES: UNION INDEMNITY BUILDING, NEW ORLEANS : : : 100 MAIDEN LANE, NEW YORK 
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VEN the far-sighted Dutch colo- 

nists of New Amsterdam, who 

built a wall across its northern 
boundary to protect themselves from 
the Indians, did not foresee that in less 
than three hundred years the site of that 
wall would be the financial center of 
the world. Wall Street was then mere- 
ly a street within a wall, and men of 
the colony seldom ventured beyond it 
except to trade with the Indians and 
to hunt in the forest to the north. 

Bowling Green was then the business 
center of the colony. Gradually the 
up-town trend continued; but as late 
as 1817 only a queer little two-story 
structure known as the New York Gal- 
lery stood on the site of the present 
American Surety Building at 100 
Broadway. Nearly opposite the com- 
pany’s building is Trinity Church, with 
its towering steeple, 284 feet high, 
which was completed in 1846. 

With the growth of financial institu- 
tions there came a need for guaranties 
and suretyship. A society was formed 
in London in 1720 to insure masters 
against theft by servants registered 
with the society. 


Organized in 1884 


More than a century and a half later, 
the matter began to be agitated in 
America; and to meet the growing re- 
quirements, the American Surety Com- 
pany of New York was organized on 
April 14, 1884, with a capital o 
$500,000. Offices were opened at 160 
Broadway. At the end of its first fiscal 
year, the company had written premi- 
ums amounting to $35,135.75, and its 
growth from then on has been rapid 
and continuous. 

Just as the colony of New Amster- 
dam had outgrown the lower portion of 
the Island of Manhattan, so the Amer- 
ican Surety Company outgrew its old 
quarters, and faced a need for immedi- 
ate expansion. In 1892 the company 
purchased the corner of Broadway and 
Pine Street, and prepared to erect 
thereon a building to be known as “100 
Broadway.” 

The enormous weight of the proposed 
structure introduced a new problem in 
architectural engineering. For the first 
time the method used to construct a 
river bridge-pier was applied to a build- 
ing. That is, huge steel boxes known 
as caissons were sunk to bed-rock about 
seventy-two feet below the street. 
There were chambers at the bottoms 
of the caissons so the workmen in them 
could dig away at the earth, and mean- 
while the caissons were kept filled with 
compressed air to a pressure equal to 
the exterior water pressure so the work- 
men would not be flooded. The ex- 
cavated material was then raised 
through air-tight locks to the surface 
above, and when the caissons had been 
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Home Office 
Buildings 
of 
Distinction 


FUNNEL 


American Surety Co. 


of New York 


MTT 
lowered to the bed-rock, they and the 
shafts above were filled with concrete 
and brick masonry which was topped 
with a grillage of steel beams to form 
footings for the huge steel columns which 
were to support the superstructure. 
The building was completed in 1895, 
and represented the latest in architec- 
tural developments of the day. It was 
surmounted by a gilded copper crest- 
ing, three hundred and eight feet from 
the street. 

In addition to space in its own build- 
ing, the company occupied a consider- 
able portion of the old Schermerhorn 
Building, adjoining it on the south and 
east, and which it had leased for a 
term of ninety-nine years from the 
Astor estate. In 1919 the company 
terminated this lease by purchasing the 
fee of the Astor property mentioned. 

Although just twenty-five years since 
the great building at 100 Broadway had 
reigned supreme in lower New York, 
it was now surrounded by a huge pile 
of even more colossal structures, and in 
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that brief quarter of a century the 
American Surety Building had become 
inadequate to the needs of modern busi- 
ness. The mechanical equipment in the 
building was nearly worn out. The 
company had outgrown its own offices, 
and space intended for renting and 
once regarded as spacious now fell far 
short of meeting the requirements of 
a corporation which, by its pioneering 
in its particular field of operations, had 
found it necessary to acquire larger 
quarters for expansion. 

And so it was decided to rebuild the 
old structure and extend it over the 
newly-acquired property which, with 
the old corner, gave the company a plot 
123’ x 125’ 8”, and more than doubled 
its original area. Renewing and enlarg- 
ing the American Surety Building was 
more than a problem in construction, 
as it meant the rebuilding of a great 
living thing for the company, and many 
of its oldest tenants were to remain 
during the rebuilding. 


The New Building 


The old adjoining Schermerhorn 
Building was demolished, and new 
foundations were prepared for the 
American Surety Building extension. 
This huge task was undertaken at the 
close of the World War. The structure 
stands today as one of the most beauti- 
ful office buildings in New York. The 
entrance doors are solid bronze, of mas- 
sive design and are enriched with the 
American Surety Company seal and 
surrounded by appropriate ornamenta- 
tion. The main inner vestibule from 
Broadway is in the form of a circular 
rotunda from which the main corridor 
extends back to the elevator hall and is 
flanked with booths along its southerly 
side. The elevator hall extends to Pine 
Street with the telephones off the side 
entrance vestibule. This interior, be- 
ing entirely new, was subject to no gov- 
erning conditions like the exterior, ex- 
cept that it was to conform in general 
style to the outer facades. It is car- 
ried out in two strongly contrasting 
colors—black and gold. The floors are 
in marble of simple band patterns. The 
lower walls are plain buff marble and 
the pilasters are of black marble with 
gold veins. The figures in the frieze, 
being silhouetted by a solid black back- 
ground, suggest the decoration on a 
Greek vase. The ornamental details 
of the pilaster capitals and ceiling cof- 
fers are of exquisite Grecian designs. 
This upper work is finished in gold leaf 
and lacquered black, and is very ornate, 
but of great dignity. It is not strange, 
therefore, that many sightseers from 
all parts of the globe visit this building 
to view its elegance. 

The elevator fronts are of rich nat- 
ural bronze, elaborately ornamented 

(Concluded on page 26) 












OLKS AND 
ACTS 


IN LIFE INSURANCE 


W ork half as hard 


as you tell your wife you do and you 
will be a tremendous success, accord- 
ing to the editor of the agency pub- 
lication of the Amicable Life Insur- 
ance Company of Waco, Texas. Few, 
however, can hope ever to attain such 
herculean effort, but Charley Cox, 
secretary of the Philadelphia Life 
Underwriters Association, at least ap- 
proached par in this direction last 
week in his management of the first 
dinner meeting of the 1932-33 sea- 
son. And he had his bride of two 
months present to witness his efficient 
display of energy. Incidentally, the 
introduction of Mrs. Cox, formerly 
Miss Elizabeth Vickson, caught the 
press table at a distinct disadvantage. 
“When did this happen?” was the 
unanimous query, even from mem- 
bers of the local papers. 


. + * 


§ cemintaes Averill, 
of Oregon, has issued a warning to 
policyholders of that state cautioning 
them to be on their guard against 
lapsing old policies in order to take 
new insurance. Such transactions in- 
variably result in loss to the insured, 
he declared. 


Hleny Moir, 
president of the United States Life 
Insurance Company, has issued the 
following optimistic and inspiring 
message to the field forces: 

“Democracy has spoken in no un- 
certain voice. A trumpet call pro- 
claims the decision. Business is now 
relieved of uncertainty. 

“Parties come and parties go; Eco- 
nomic History marches on to its own 
music, whether it is the trumpet call, 
the voice of thunder, or the still small 
voice each individual hears. Now we 
should have better business, for 
people can mind their regular affairs 
without political interruption. There 
are millions of people who ought to 


Life Insurance 


protect their wives and children 
against danger, and the best time for 
this big business question is the next 
six weeks. It behooves all of us to 
help prosperity along ; solid hard 
work and thrift will do it better than 
anything else.” 


x * * 


The Canada Life, 


oldest Canadian company and among 


the oldest on the American continent, | 
recently observed its eighty-fifth | 
birthday anniversary. The company | 


issued its first policy on November 9, 
1847. In a birthday announcement to 
the public the company explains its 
current position in investments, point- 
ing to approximately eighty-five per 
cent holdings in cash, government 


and municipal bonds, mortgages, pub- | 


lic utility bonds and policy loans. 


* x * 


Siew from American 
history are beautifully illustrated on 
a series of birthday cards which the 
Bankers Life Company is issuing 
for its agents to send to their policy- 
holders. The newest of the series, 
just announced, carries a steel en- 
graving which illustrates a memor- 
able scene on the route of the famous 
expedition of Lewis and Clark to the 
Pacific Coast more than a century 
ago. Bankers Life fieldmen mail 
about 75,000 of these cards each year 
to their policyholders. 


. * > 


(connge Malcolm-Smith, 
feature each 
week in The Spectator, is supply- 
ing a column story each day in the 


whose cartoon is a 
Hartford Courant, of Hartford, 
Conn., in connection with the com- 
that city. Each story deals with some 
assistance and all are based on an 


actual incident occurring in the city 
of Hartford. 








FTER Lawrence E. Simon of New 
York finished his outline of sales 
pointers at the dinner meeting of the 
Philadelphia Life Underwriters Associa- 
tion, an outline which necessarily made 
the prospect appear to some disadvan- 
tage, somewhat as would a butterfly on 
the point of the scientist’s pin, Theodore 
J. Grayson, professor of finance at the 
Wharton School of Finance and toast- 
master for the evening, turned the 
tables on the speaker nicely when he 
gave the prospect’s version of just how 
to avoid the pitfalls of applied psy- 
chology in life insurance selling. His 
ready wit in this interlude provided one 
of the several hits scored from the 
speakers’ dais during the evening. 
ad al 7 
= OW, young man, I realize you 
don’t mean to be impertinent,” 
he said he always says to young men 
of Mr. Simon’s calling when they start 
asking those trick questions. “Now, 
wait just a moment! Some things are 
sacred,” he tells the inquiring agent on 
other occasions, “You wouldn’t have me 
break a promise that I made to my wife, 
would you?” Or, with his back to the 
wall, he assumes a mysterious air and 
refuses to divulge the details but lets 
it be known that he is suffering from a 
very important sort of disease, and he 
won’t have it on the records. This, of 
course, in hopes that a malady a day 
will keep the doctor away. “They 
don’t believe me any more when I tell 
them outright that I have cancer,” the 
toastmaster admitted. He prefaced 
these remarks with an allusion to his 
predecessor’s advice on how “we, the 
prospects, buy insurance when suffi- 


| ciently insulted.” 


7 * = 


O the casual observer it might in- 

deed seem that some of the devices 
employed in “Simonizing” the prospect 
approach the point of belittlin’ human 
intelligence, but a thoughtful examina- 
tion of the advice and its application 
will serve to disprove this impression. 
In the first place, and any further ob- 
jections do not matter, it works. And 
the user of such methods must be keen 
enough to know exactly what salve to 
use and just how thick to spread it. If 
the client is made to believe the idea 


: ‘ ; ; - | of instalment payments o s is 
munity chest fund being raised in| pa) as of bene 


original with him, what is the harm? 


“a si | The point is, he has bought the insur- 
dramatic feature of a case that needs | 


ance and is more than satisfied with it 
in believing that he has showed unusual 
judgment in selecting a contract to fit 
his own peculiar needs. 
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Parkinson Speaks 
At Philadelphia 


Life Insurance Com- 
panies Met Obliga- 
tions Sans Aid, He 
Tells Ass'n Members 


Life insurance, the busi- 
ness of no regrets, has made 
good in every emergency, and 
its representatives stand 
among the very few of thrift 
institutions who are able to 
go to their clientele and make 
this proud boast, declared 
Thomas I. Parkinson, presi- 
dent of the Equitable Life 
Assurance Society, in an ad- 
dress delivered to more than 
six hundred members of the 
Philadelphia Life Under- 
writers Association at the 
Bellevue-Stratford Hotel last 
Thursday evening. And Mr. 
Parkinson emphasized the 
fact that life insurance com- 
panies have been able to per- 
form its great service with- 
out assistance. He explained 
that some of the smaller com- 
panies have been borrowers 
from the Reconstruction Fi- 
nance Corporation but demon- 
strated the negligible quality 
of such loans by pointing out 
that the total of all such 
sums amounts to only one 
tenth of one per cent of the 
total assets of life insurance 
companies. 

President Parkinson shared 
the spot-light with two other 
distinguished guests at the 
first meeting of the 1932-33 
season, the others being Dr. 
Theodore J. Grayson, direc- 
tor of the Philadelphia Even- 
ing and Extension Schools, 
and Lawrence Simon, well- 
known Massachusetts Mutual 
representative, whose per- 
sonal production averages 
better than six million an- 
nually. Dr. Grayson was 
toastmaster, interspersing a 
running fire of witticisms and 
funny stories with inspiring 
tributes to life insurance and 
its representatives. Mr. 
Simon gave the assembled life 
underwriters a short course 











in the methods which have 
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Life and Casualty Co. 
Reinsures Old Colony 





Court Orders That Contract 
Be Effective As of 
Sept. 20 


CuicaGco, Nov. 14—Rein- 
surance of the Old Colony 
Life Insurance Company of 
Chicago by the Life and 
Casualty Company of Cai- 
cago was ordered last week 
by Judge William V. Brothers 
in Circuit Court. This is the 
first important step of the 
receivers, Alvin B. Keys of 
Springfield and J. A. O. 
Preus of Chicago, in the 
liquidation of the company, 
which became hopelessly in- 
solvent because of the depre- 
ciation in the value of its 
home office building and 
acreage in Florida. 

The reinsurance, when ap- 
proved by the Life and Casu- 
alty stockholders and _ the 
Illinois insurance  depart- 
ment, becomes effective as of 

(Concluded on page 17) 








been of utility in his own 
program of super-selling. 

In commenting on the 
record of life insurance dur- 
ing the past three years of 
depression, when  policy- 

(Concluded on page 19) 





Thos. I. Parkinson 


Life Ponsidinnes 


INDUSTRIAL 


to Receive 


Timely Insurance Surveys 





Three-Year Review of Cash Transactions and In- 
vestment Turnover of the Companies Will Be 
Presented by John R. Hardin; Other Big Features 





NEW YorK, Nov. 16—Original life insurance 
records now being collected will be used next month 
to throw further light on financial, economic and 
health conditions throughout the country, after 








C. D. Devlin Heads 
Agency Officers 

Not as an item of 
news, but correcting an 
erroneous heading ap- 
pearing in last week’s 
issue, it is recorded that 
C. D. Devlin, superin- 
tendent of agencies for 
the Confederation Life 
of Canada, Toronto, was 
elected chairman of the 
executive committee of 
the Life Agency Officers 
Association and as such 
will preside as chairman 
at the next meeting of 
the association. Henry 
E. North, third vice- 
president of the Metro- 
politan Life, was elected 
as a new member of the 
executive committee, but 
not chairman. 














Receiver Appointed 


E. Forrest Mitchell, Insur- 
ance Commissioner of Cali- 
fornia, has been appointed 
receiver for the Peoples 
Mutual Life Insurance Com- 
pany of Beverly Hills, Cali- 
fornia, by the Superior Court 
of Los Angeles County. 

The company has_ been 
operating as an assessment 
organization and during re- 
cent months has met with 
heavy financial difficulties, 
and following a survey, the 
Insurance Department acted 
to take over the association. 

The Peoples Mutual Life 
was organized in 1923 in San 
Francisco, later moving head- 
quarters to Southern Cali- 
fornia. E. J. Uehling was 
president of the company. 








three years of depression. 


Life insurance companies 
domiciled in states through- 
out the Union are sending to 
the Association of Life In- 
surance Presidents their ex- 
perience covering policy 
loans, investments generally, 
new business, insurance in 
force, payments to policy- 
holders and beneficiaries, and 
national mortality trends. 

These statistics will be as- 
sembled into surveys which 
will be made public when the 
association holds its twenty- 
sixth annual convention at 
the Waldorf-Astoria in New 
York City on December 8 
and 9. The figures will be 
based on the actual experi- 
ence of the various companies 
covering all but the last 
months of 1932, with careful 
estimates for the remainder. 
Two of the surveys will cover 
the entire period since the 
beginning of the depression. 
The investment summary, for 
instance, will show the oper- 
ations of the life insurance 
companies in this field for 
the last three years and the 
adjustments made to meet 
economic conditions since 
1929, while the mortality sur- 
vey will extend back as far 
as 1922, with special empha- 
sis on the health of the Amer- 
ican people during the de- 
pression years. 

With the cooperation of 
the United States Depart- 
ment of Commerce, the asso- 
ciation is gathering statistics 
covering the amounts of life 
insurance in force throughout 
the world. For the first time 
since such data have been as- 
sembled, the international fig- 

(Concluded on page 23) 
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Mr. Harpham, General Agent 
for Reliance Life in Akron, 
Ohio, has two sons. He writes 
that he will be a bitterly dis- 
appointed father if at least one 
of them doesn’t follow in his 
footsteps, because “I know of 
no better business than life in- 
surance and no better company 
than Reliance!” 
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“Reliance realizes that the Com- 
pany can only be as successful 
as its agents and the Reliance 
contract is designed to make 
every agent succeed if he is 
really serious about wanting to 
stay in the life insurance busi- 
ness,” says Mr. Harpham. “I 
have always found Reliance co- 
operation 100%.” 


H. B. HARPHAM 


After spending twelve years in various sales capacities 
for two of the leading tire and rubber companies of 
his native city, Akron, Ohio, Mr. Harpham was at- 
tracted to the wonderful possibilities afforded by the 
life insurance business. He investigated carefully and 
signed his Reliance contract on Memorial Day, 1924. 
Being the type of man who plans his work and then 
works his plan, H. B. Harpham from the outset began 
to figure prominently in the activities of the Reliance 


national sales organization. 


He has won three Reliance Gold Watches, representing 
156 successive weeks during which he never failed 
to make at least one sale a week. During his eight 
years with Reliance, he has been a member of the 
Perfect Protection Club ... the Who's Who of 
Reliance Producers . . . consistently . in the 
$400,000 club once and twice each in the $300,000, 
$250,000 and $100,000 clubs. He has paid for more 


RELIANCE LIFE 


than $3,000,000 of Reliance Life Insurance and has 


a renewal record averaging about 90%. 


Of his work, Mr. Harpham says, “We have been 
successful in selling perhaps as high a type of busi- 
ness in this territory as it is possible to write, having 
several policyholders who own well over $100,000 
each of Reliance Life Insurance, with an average 
policy written during the eight years of about $7,000 
per application. The business of our 600 policy- 
holders renews with a negligible lapse ratio, so we 
know they believe in Reliance as we do! The co- 
operation I have always received from my company 
has been absolutely 100%!” 


On his personal qualifications and his fine record as 
an underwriter, Reliance compliments Mr. Harpham 
and hopes with him, that if his boys are like their 
father, they will follow in his business footsteps! 


INSURANCE COMPANY 
OF PITTSBURGH 
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Life and Casualty Co. 
(Concluded from page 15) 


September 20, and it is ex- 
pressly provided that any 
policyholder who may have 
lapsed his contract after that 
date shall have the right to 
reinstate without medical 
examination. 

The Life and Casualty 
pays $35,000 into the assets 
of the Old Colony estate to be 
applied toward claims, but a 
lien of 100 per cent is set up 
against the reserves pending 
their liquidation by the re- 
ceivers. The contract pro- 
vides that the proceeds of the 
liquidation shall be set up as 
a trust fund for the benefit 
of the Old Colony policy- 
holders with the provision 
that the lien be reduced on 
the existing business and the 
proportionate share paid in 
cash to policyholders who 
may have lapsed. 

The policyholders would be 
permitted to reinsure their 
liens without medical exami- 
nation. 

The Life and Casualty, on 
Dec. 31, reported assets of 
$1,741,841, capital of $422,- 
500, surplus of $620,430, and 
insurance in force totaling 
$15,000,000. The Old Colony 
now has approximately $22,- 
000,000 of business in force. 





Clendenen Promoted 


Norman F. Clendenen, Oak- 
land branch manager of the 
Travelers, has been promoted 
to the office of assistant man- 
ager at the Los Angeles of- 
fice of the company. Gerald 
Whitaker, heretofore assist- 
ant manager at the San 
Francisco office, has been 
named to succeed Mr. Clen- 
denen at the Oakland office. 

Mr. Clendenen was associ- 
ated with the Los Angeles of- 
fice of the Travelers prior to 
his appointment as Oakland 
manager. He was _ elected 
president of the East Bay 
Life Underwriters Associa- 
tion at the meeting of Octo- 
ber 27, and his removal to 
Los Angeles leaves a vacancy 
in the association. 





Voters Approve Pensions 


The voters of Missouri on 
November 8 by a tremendous 
majority approved Proposi- 
tion No. 1, an act under which 
the Missouri General Assem- 
bly is authorized to take steps 
to provide for a system of old- 
age pensions in the state. 
Just what form this pension 
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New York Life Defers Elec- 
tion of Chairman 
The board of directors of the 


New York Life Insurance Com- 
pany at a regular monthly meet- 
ing held last week, decided to 
indefinitely postpone the election 
to fill the office of the chairman 
of the board and directed that 
the duties of said office, until so 
filled, be assumed by the presi- 
dent with such cooperation and 
assistance of the other executive 
officers as may be necessary. 











will take will be determined 
when the next General As- 
sembly convenes in Jefferson 
City, Mo., in January. Pro- 
ponents of the plan have con- 
tended that it will not in- 
crease taxes. 





Ex-Soldiers’ Insurance in 
Canada 

A total of 26,168 policies 
under the Returned Soldiers 
Insurance Act were in force 
at March 31, 1932. The 
premiums amounted to $58,- 
034,687. This was a reduc- 
tion of 4358 policies from the 
preceding year, of which 262 
had been’ terminated by 
death, 2865 by cessation of 
premiums, and 1167 by sur- 
render for cash. 





Plan New Building 


Final plans are being com- 
pleted for the new office build- 
ing to be erected by the Postal 
Life & Casualty Insurance 
Company on Mill Creek Park- 
way, south of Lawrence Ave- 
nue, Kansas City, Mo. 





17 
Agents Qualify Early 


Nearly twice as many field- 
men of the Northwestern Na- 
tional Life of Minneapolis 
are now on schedule to attend 
the company’s 1933 Century 
of Progress Convention in 
Chicago next August as were 
on schedule for the 1932 Flor- 
ida Convention at a corre- 
sponding period in that con- 
test, a comparison of results 
through October of this year 
with those of the first ten 
months of the 1931-32 contest 
discloses. 





Consolidation 


The Clinton, Indiana, office 
of the Western and Southern 
Life, has been consolidated 
with the Terre Haute office. 
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IT MAY MEAN DISASTER! 


If you have a prospect who insists 
upon “waiting a while” before protect- 
ing his family, tell him the facts. 


Tell him how his premium rate may 
increase overnight. 


Picture to him the tragedy awaiting 
his wife and children if he is sud- 
denly taken from them before he 
acquires adequate protection for 
them. 


Fate strikes swiftly ! 


The Prudential 


Snusurance Company of America 


EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey 
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LIFE PLUS 


The Modern Answer to the Demand 
for Life Insurance with 
Disability Income Benefits 
Let Us Tell You About It 


THE PROVIDENT 
LIFE AND ACCIDENT INSURANCE 
COMPANY 
CHATTANOOGA, TENNESSEE 














HOME FRIENDLY 


Insurance Company of Maryland 


One of the Leadi Legal Reserve 

Industrial Life, Health and Accident 

Insurance Companies in America. Com- 

through HE et 
out ary’ 

Delaware and the District of Columbia. 
CHAS. H. TAYLOR, Pres. 

Centre St. & Park Ave., Baltimore, Md. 


Richmond, Virginia 


Honestly, It’s the Best Policy 


In our Home Office Agency in Rhode Island every 
man is on salary and works directly for the Com- 
pany. The definite income which this plan makes 
possible is appreciated by our agents. The agent 
is an integral part of the Home Office organiza- 
tion and has an opportunity to increase his income 
by commissions on excess business. If interested, 
write to— 


Puritan Life Insurance Company 
Rhode Island 


Sales Possibilities 


Undeveloped in Maryland! 


We Have Some of the Best 
Counties in the State Open 
for Direct Appointment 


Generous Contract . . . Full Policy Service 
Sincere Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 


“A Life Insurance Company” 


having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SPECTATOR 








MISSOURI INSURANCE COMPANY 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $200,000.00 


Admitted Assets December 31, 1931 $846,430.16 


a FOLDER 
GRATE DISFLAY 


THE WOMAN’S BENEFIT ASSOCIATION 


The Largest fare § I na sor nag gg a 5 ~ pasa in the 
Organized Octeber L 1998 
WOMEN DEPUTIES WANTED 
Offers Business Opportunity for Field Deputies. 
Splendid Plans of Protection for All Ages. 


Benefits Paid Since Organization Over 
For further information write to 


THE INTERNATIONAL HEADQUARTERS 


W. B. A. Building Port Huron, Michigan 
Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 





The Home Life Insurance Company 
of America 
Protects the Entire Family 


Home Life ents are equipped to serve every need for 
protection. Modern policies are issued on both Industrial 
and Ordinary plans from birth to Age 65 next birthday. 
The Home Life sales-kit means a whole family of poten- 
tial policyholders back of every door-bell. 


There Is a Home Life Policy for Every Purse and Purpose 
Over One Hundred Millions in Force 


Independence Square Philadelphia, Penna. 
(Interested in Replies from Pennsylvania and Delaware) 
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Parkinson Speaks at 
Philadelphia 


(Concluded from page 15) 


holders were able to call on 
the companies for any and all 
contractual privileges with 
complete assurance that such 
obligations would be honored 
promptly and fully, Mr. 
Parkinson denied any inten- 
tion of claiming that such 
record was made possible by 
super-direction of life insur- 
ance executives. It was pos- 
sible because of the peculiar 
plan of this business, he de- 
clared, and because the plan 
on which life insurance is 
builded and operated in- 
cludes an ever active agency 
personnel which keeps a con- 
stant inflow of millions into 
the reservoir from which is 
drawn the life insurance in- 
vestment funds. The re- 
newal premium, with its 
element of compelled saving 
will continue to insure sta- 
bility and liquidity. 

Bonds, he said, are not 
always what they seem, but 
a life insurance policy has 
the deserved reputation of 
paying more than it contracts 
to pay and it is free from 
seals, red tape and such 
hidden little clauses as are 
sometimes discovered in other 
and more pretentious appear- 
ing commercial paper. 

In connection with his dis- 
cussion of life insurance in- 
vestments, Mr. Parkinson 
said the distress of the “Iowa 
farmer” was not occasioned 
by the calling of life insur- 
ance loans, but that the farm- 
er has been in nearly all 
cases pushed to the wall by 
local holders of second and 
chattel mortgages. 

Speaking before a “home 
town” audience, Mr. Parkin- 
son was introduced by Dr. 
Grayson as a boyhood school- 
mate, a man who in the prac- 
tice of law gained his foot- 
hold on the ladder of success 
in his native city, and the 
president of the Equitable 
was roundly applauded at the 
conclusion of his address. 

Lawrence Simon gave the 
agents a practical talk on 
selling methods. He started 
off by expressing gratifica- 
tion that the depression and 
election belong to the past. 
“Now we can get back to 
work,” he said. He writes 
down on cards each night the 
names of men he intends to 
call on next day and outlines 
what he will talk about. 
Then he calls on them right 
away. A trip to the office 
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and a hunt through files is a 
waste of time. 

Plan your work. Success- 
ful selling is predicated on 
three factors: Thought, de- 
cision and action. “Get out 
and say it.” Make the other 
fellow talk. Address him 
with short snappy queries, 
and no matter what the pros- 
pect says, ask him “Why?” 
Get him talking. 

Tell the prospect “You are 
going to be delighted with 
the program I have worked 
out following your ideas. 
YOUR ideas. Make him 
think it is his idea always. 
And nod your head “yes” 
when saying this. It works. 
Get the prospect wondering 
if his health is O. K. Then 
say, “My Doctor will be able 
to tell us right away.” These 
and a score of other tips il- 


lustrate the Simon idea of 
selling. 

Mr. Simon invariably 
agrees with the prospect. 
“You cannot possibly make a 
sale and argue at the same 
time,” he declares. Find a 
point of agreement. Agree, 
even, that the prospect has 
more insurance than he needs. 
“You can change your mind 
about that later.” The 
speaker, illustrating this 
thought, told how he tried to 
sell a man who was emphatic 
in his condemnation of all 
forms of life insurance. Then 
he learned that that man had 
“mortgage insurance” which 
turned out to be twenty-pay 
life. Learning that the pros- 
pect was contemplating a trip 
abroad, Mr. Simon sold him 
an “Ocean Policy.” This, of 
course, was life insurance for 
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Metropolitan Agents Meet 

PINE BLuFF, ARK., Nov. 
13—Metropolitan Life Insur- 
ance Company officials and 
agents will come to Pine 
Bluff on November 18 to at- 
tend a state meeting to be 
held at the Hotel Pines. 
H. V. Party, district mana- 
ger, will be host. 











a sizable amount and very 
likely was not mere term in- 
surance, Since then, he 
states, he has sold the same 
man all kinds of policies but 
it all sums up as life insur- 
ance. 

Mr. Simon sells entirely on 
the audit system and is 
highly successful in the ap- 
plication of his methods in 
New York City. “They 
might not work in Philadel- 
phia,” he said. 
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HOME OFFICE BUILDING 





make a start. 


“A Source of Comfort Through 


the Years” 


The Record of a Small Policy 


The following letter from a Wisconsin clergyman illustrates strik- 
ingly how even a small life policy kept in force may be the chief 
or sole means to security and peace in the later years of life: 


“My mind goes back across the years to an afternoon in 
North Dakota, when a representative of the New York 
Life came to my home and urged me to take out some Life 
I believed in insurance but was too poor to 
I was so short of money that the agent 
had to lend me the money for my first premium. My only 
regret is that I did not let him make it three thousand 
instead of one, as he wanted to do. 


“It has been a source of comfort through the years, to 
have even so small an amount in a safe place. 
are no longer young, and have decided to buy a little home. 
This means that we need the small savings the New York 
Life has been keeping for us these many years... 


This is a $1,000 20 Payment Life policy issued at age 35. 
Total premiums paid—$766.80. Present cash value, includ- 
ing dividend deposits, amounts to $1,146.21. 
these years the beneficiary has been protected for $1,000. 


A life or endowment policy (but not term 
insurance)is an Insured Savings Plan with 
guaranteed values for Retirement. 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK, N. Y. 


Now we 


Through all 
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Qualities of a Successful 
Agent—A Success- 
ful Company 

In a letter congratulating 
the field force of the Buffalo 
Mutual Life Insurance Com- 
pany on its accomplishment 
in putting over a 30 per cent 
increase in October writings 
as compared with September 
production, Frank F. Ehlen, 
director of agencies, aptly de- 
fines the respective qualifica- 
tions of good life insurance 
men and good life insurance 
companies as follows: 

“Self-confidence, initiative 
and a willingness to work are 
three essential qualifications 
for the successful life insur- 
ance man. Salable policies, 
service, understanding and 
cooperation are the duties of 
your home office.” 





Jackson, Mississippi, 
Meeting 

JACKSON, Miss., Nov. 14— 
Members of Jackson Associa- 
tion of Life Underwriters at 
the monthly meeting last 
week heard an address by J. 
Burton Webster, regional 
superintendent of Penn Mu- 
tual Life, on “Salesmanship.” 
Vernon Holleman presided. 





WHAT SANTA CLAUS WILL DO 
FOR INSURANCE COMPANIES 





At Least Twenty-Two Million Dollars of the Vast 
Christmas Club Funds Will Be Utilized for the 
Payment of Insurance Premiums 





Of the four hundred and 
forty million dollars that will 
be distributed to about 
ten and one-half million mem- 
bers of the Christmas Club 
during the next two weeks, 
it is estimated that about 5 
per cent, or around $22,000,- 
000, will be spent for the pay- 
ment of insurance premiums. 
This estimate is based on re- 
plies to a direct-by-mail in- 
quiry made by Herbert F. 
Rawll, president of the incor- 
porated organization, Christ- 
mas Club. 

The average amount re- 
ceived by each member 
amounts to $42. While this 
figure represents a reduction 
of 11 per cent compared with 
a year ago, the buying power 
of $42 this year, in terms of 
Christmas spending, is greater 
than the average amount re- 


ceived by each member in| 


1931, it is held. 


An optimistic expression is 
found in many reports from 
all sections that the distribu- 
tion of more than four hun- 
dred million dollars in cash 
within the next two weeks 
will add a tremendous im- 
petus to a revived urge for 
constructive and useful pur- 
chases on the part of families 
that have discarded a para- 
lyzing fear that the worst is 
yet to come. 

The expenditures of Christ- 
mas Club funds, based on the 
survey mentioned above, are 
allocated roughly as follows: 
Christmas purchases, 38 per 
cent; permanent savings and 
investment, 28 per cent; year- 
end commitments, 
cent; taxes, 10 per cent; 
mortgage amortization and 
interest, 6 per cent; insur- | 
ance, 5 per cent, and educa- 
tion and charity, jointly 2 
| per cent. 





Appointed District Manager 
of Equitable Society 

Appointment of Wm. S. 
Dehnel to the position of 
district manager of the San 
Diego and Imperial County 
territory, for the Equitable 
Life Assurance Society of 
New York, has just been an- 
nounced by Mr. Kellogg Van 
Winkle, agency manager for 
the Equitable Life in Los 
Angeles. He was formerly 
field assistant for the Equi- 
table, with offices in Pomona. 

Mr. Dehnel has been active 
in civic affairs in Pomona— 
having been president of the 
Kiwanis Club and Past Com- 
mander of the Pomona Post 
of the American Legion. 





Union Central Conference 

LITTLE Rock, ARK., Nov. 
13—About 25 Arkansas rep- 
resentatives of the Union 
Central Life Insurance Com- 
pany were guests of J. J. 
Harrison, state manager, at 





1l_ per) 


a conference with three 
| officials of the company from 
| the office at Cincinnati, O., 
November 8. The conference 
was held at Mr. Harrison’s 
| Office in the Donaghey build- 
| ing. 








Have you seen the complete assortment of 


A MAN CAN BUILD A 
SUBSTANTIAL ESTATE 
IN THIRTY YEARS BY 
SAVING A CERTAIN AMOUNT 


Western and Southern sales literature? It is in 


colors and carries a punch that sells. A Western 
and Southern magazine is published exclusively for 
our policyholders and another one for our agency 
force. Organizations for our representatives in- 
clude the Western and Southern Legion, The 
Century Club, and the Neophytes. 


Western and Southern policies sell because our 
rates are among the lowest in the United States 
and our policies suit every life insurance need. 
Our representatives are given individual assistance 
and encouragement, with 52 weeks of steady em- 
ployment every year. As the company desires to 
maintain the best paid field force on earth, it offers 
an unusual opportunity to worthy men. Agencies 
are now available in Illinois, Indiana, Michigan, 
Missouri, Ohio, West Virginia, Pennsylvania and 
Kentucky. 


HE CAN CREATE 

SAME ESTATE IN THI 
MINUTES AND TAKE TH 
YEARS TO PAY FOR 


ESTATE 


ENDOWMEN 
Y CReaTeD IN 


Teas minute? 














THe SPEecTATOR 


Life Insurance 
November 17, 1932 























Total 


ager Conservative Life Gains October Life Sales 
j The Conservative Life In- Less Than Last Year 
» & surance Company of Amer- - 
1 of ica, South Bend, Ind., reports ° . 
San the following results for the ? at tag Busi “anes 
unty first ten months of 1932— Sees oy = 
table paid for new business ex- Decline 
ry of ceeds the same period in 
1 an- 1931 by 29.7 per cent. Re- ag he ert a ae 
Van instatements exceed the same rs r Hams - - 0 _ pli 
- for period in 1931 by 19.9 per — woe ae 
: less than in October, 1931, 
Los cent. Comparing the first ss : 
: according to data compiled 
1erly ten months of 1932 with 1930, oa : 
“ante : by the Association of Life In- 
Dqui- the company shows paid for omens tentiinie 
ona. new business of 30.7 per ee ° 
: ‘ new life insurance for the 
ctive cent in excess of 1930. first t oins On a 
na— Revivals, nine-tenths of _ * 
. was 15.7 per cent below the 
the one per cent greater than for comme Gan thn seats eaakel 
Yom- the same period in 1930. = 
Post a year ago. 
For October, the total new 
Pe business of all classes writ- 
Inter-State Life Meet ten by the 44 companies was 
LitTLE Rock, ARK., Nov. | $670,420,000 against $817,- 
nce 13—J. R. Leal and G. K. Hen- | 858,000 during October of 
Nov. shall, secretary and agency | 1931—a decrease of 18.0 per 
rep- manager, respectively, of the| cent. New Ordinary insur- 
nion Inter-State Life Insurance| ance amounted to $433,499,- 
:om- Company of Chattanooga,| 000 against $563,423,000—a 
J. Tenn., were the guests of | decrease of 23.1 per cent. In- 
» at honor and principal speakers | dustrial insurance amounted 
hree at a banquet given by the| to $198,053,000 against $213,- 
rom local organization at the| 931,000—a decrease of 7.4 
O., Hotel LaFayette, recently.| per cent. Group insurance 
once W. T. Brinson, Little Rock, | was $38,868,000 against $40,- 
on’s manager of the company for | 504,000—a decrease of 4.0 per 
lild- this district, served as toast-| cent. 
master. For the first ten months, 











C. D. Devlin, General Super- 
intendent of Agencies, Confed- 
eration Life, and new Chairman, 
Executive Committee, Life 
Agency Officers Assn. 








the total new business in 
these companies was $7,691,- 
263,000 this year against 
$9,121,199,000 last year—a 
decrease of 15.7 per cent. 
New Ordinary insurance 
amounted to $5,030,673,000 
against $6,149,787,000. 
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Luther on West Coast 
K. A. Luther, vice-presi- 
dent of the Aetna Life Insur- 
ance Company, arrived in San 
Francisco November 15, for a 
visit with E. H. Lestock 
Gregory, general agent for 
the company in this territory. 
Mr. Luther is on a visit to 
the Pacific Coast agencies of 
the company. 

Dr. D. B. Cragin, associate 
medical director of the same 
company, visited the Coast 
agencies the week prior to 
Mr. Luther. 





Direct-Mail Results 


More than 5000 prospect 
inquiries were received by 
the Bankers Life Company 
for its salesmen during the 
month of October by means 
of a special Direct-Mail Ad- 
vertising campaign. This 
was called the “Your Name 
in Gold” plan and the per- 
centage of inquiries was 
about 15 per cent. This indi- 
cates more than normal in- 
terest in life insurance pro- 
tection and increased produc- 
tion for Bankers Life sales- 
men during the remaining 
weeks of the year. 
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MR. LIFE INSURANCE MAN 


“Consider your job in comparison with any other that 
you can get. Is it seasonal? Is it threatened by mergers 
or inventions? Are you in danger of being thrown out 
of work and being replaced by some automatic ma- 
chine? 

“And how about old age? Are you displaced at forty- 


five? It is tragic to read in the papers about men dye- | 


ing their hair to hold their jobs, but not so with you. 
Your company values the judgment and strength of 
character that come with years of service. 


“Of two agents, one of whom quits to try something 
else and the other who makes up his mind to stay, the 
man who stays will be better off in ten or twenty years 
from now, because no business offers a man a better 
financial return for the effort expended, and no com- 
pany offers a better future than the Western and 
Southern.” _ 


Charles F. Williams, President. 


THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 


Cincinnati 
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More Ammunition 


for our fieldmen. The Philadelphia 
Life Adjustment Policy has been 


built to fit present day conditions. 


It is a 1932 model—More Pro- 
tection—Low Cost—Flexible—Per- 


manent, 





General Agents wanted in Penn- 
sylvania, New Jersey, Ohio, Indiana, 
and Michigan. 


Philadelphia Life Insurance 
Company 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 








Laying Foundations 


What you accomplish tomorrow de- 
pends to a large extent on what you 
have done today. Every Life Under- 
writer wants to lay a strong foundation 
for future business — business that 
will persist, grow and produce more 
business. 


A contract with Security Mutual 
Life is a foundation on which you can 
build your life work with confidence. 


Security Mutual Life 
Insurance Qompany 


BINGHAMTON, N.Y. 

















NDERWRITERS 


Business is good with National 
Guaranty Life. 


Your money is made on the poli- 
cies you SELL. National Guaranty 
policies are easy to SELL. 


Liberal agency contracts and lib- 
eral policy contracts account for 
our leading all California com- 
panies in new business in 1929 
and 1930. 


We can use a few more good men. 


National Guaranty Life 
James Oviatt Bldg. 
Los Angeles, Calif. 














W. L. Moody, Jr. Shearn Moody 
President Vice-President 


AMERICAN NATIONAL 


Insurance Company 


GALVESTON.TEXAS 


Statement of December 31, 1931 
INSURANCE IN FORCE $542,054,101.00 
ASSETS  47,681,787.00 
SURPLUS 7,278,118.00 


ORDINARY INDUSTRIAL 


Operating in 26 States, Cuba, 
Hawaii, and Porto Rico 


A well Diversified Line of Modern Policy Contracts, 
including Juvenile Policies, Retirement Income Policies, 
Salary Savings, and all Types of Annuities, enable our 
Representatives to render the Insuring Public the Best in 
Life Insurance Service. 

Men of Character and Integrity, desiring a connection 
with the Ordinary Department, providing Liberal First 
Year and Renewal Commissions, are invited to address in- 
quiries to 


Earnest L. Roberts, Vice-President 


American National Insurance Company 


Galveston, Texas 
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Life Presidents to Receive 
Timely Insurance Surveys 


(Concluded from page 15) 


ures will be extended well in- 
to the depression period and 
will show whether America’s 
life insurance lead has been 
enlarged or reduced under 
trying economic conditions. 

The results of the various 
surveys will be analyzed at 
the convention by leaders in 
the life insurance business. 
It is estimated that com- 
panies having practically 90 
per cent of the life insurance 
in force in the United States 
and Canada will be repre- 
sented by the executives who 
are coming from all parts of 
the two countries to hear 
these topics discussed. 

Added significance will at- 
tach to the presentation of 
these addresses through the 
broad outlook obtained by 
their authors in many differ- 
ent branches of life insurance 
activity. Financial adminis- 
tration, agency experience 
and legal, actuarial and med- 
ical service have contributed 
to the viewpoints from which 
they will approach their sub- 
jects. 


Year's Figures by Chairman 

One of the surveys of par- 
ticular significance both to 
life insurance and the public 
will be presented by a vet- 
eran executive who has 
devoted more than a half- 
century to the business. He 
is President Thomas A. Buck- 
ner of the New York Life In- 
surance Company, who, as 
chairman of the meeting, 
will make the opening ad- 
dress on “Broadening Life 
Values Through Security.” 

In addition, Mr. Buckner 
will present other facts 
eagerly awaited by the life 
insurance world. That pay- 
ments to policyholders and 
beneficiaries may exceed all 
past records this year is not 
considered unlikely in life in- 
surance circles. Mr. Buck- 
ner will announce the year’s 
figures for these disburse- 
ments and will trace the ef- 
fect of these sums in alleviat- 
ing financial hardship in 
American homes. The signifi- 
cance of these figures will be 
discussed and their potential 
influence on future economic 
stability studied. Companies 
having over 90 per cent of the 
total amount of life insurance 
outstanding in all United 
States legal reserve com- 
panies are contributing their 
figures for this summary. 
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National Health Trends 

Another review of out- 
standing interest both to 
those without and within the 
life insurance field will be 
presented by the next life 
insurance speaker on the pro- 
gram. As medical director 
of the Metropolitan Life In- 
surance Company since 1899, 
Dr. Augustus S. Knight has 
had a large-scale view of 
health conditions not gener- 
ally accorded to members of 
the medical profession. His 
summary will reveal the na- 
tional health conditions both 
during the depression and the 
preceding years of plenty and 
will trace the gains or losses 
which have been made in the 
warfare against death since 
1922. 


An Actuary on Selection 

Although the manner in 
which life insurance has with- 
stood the shocks of depres- 
sion usually brings to mind 
financial security, there is 
another side of the picture 
not so distinctly visible to 
the layman. Vice-President 
Ray D. Murphy of the Equi- 
table Life Assurance Society, 
New York, will explain this 
important factor in life in- 
surance stability in his ad- 
dress on ‘‘Security and 
Equity through Sound Selec- 
tion.” 

He will trace the parallel 
objectives of equity to the 
public and mortality control 
within the companies. 


Survey by Fulton 

President James A. Fulton 
of the Home Life Insurance 
Company, New York, will be 
the next speaker. He will 
interpret figures now being 
gathered by the association 
in conjunction with the 
United States Department of 
Commerce covering life in- 








Massachusetts 


Mutual Life 


a synonym for 
Quality and 
Excellence in 
Life Insurance 
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surance in force throughout 
the globe. Prior to the de- 
pression the United States, 
the world’s life insurance 
leader, carried about 70 per 
cent of the total amount in 
force in all countries. This 
survey will reveal the extent 
to which America’s life insur- 
ance lead has been maintained 
in the face of economic diffi- 
culty. 


Hardin on Investments 

Although the stability of 
life insurance has been mark- 
edly emphasized during the 
present period of financial 
strain, the extent to which it 
has been an economic for- 
tress, both for individuals and 
for the nation, is not gener- 
ally understood. One of the 
highlights of the meeting will 
be an analysis of this protec- 
tion presented by President 
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John R. Hardin of the Mu- 
tual Benefit Life Insurance 
Company, Newark, N. J., who 
will make the investment ad- 
dress on Friday morning. 
One of the principal re- 
flections of the depression in 


the life insurance business 
has been the increase in the 
number of persons who have 
been obliged to seek loans or 
cash surrender values on 
their policies. The extent of 
these calls upon the compa- 
nies, the effect on their in- 
vestment activities and the 
manner in which the situa- 
tion has been met will be 
shown in President Hardin’s 
review. 
Family Security 

Despite the fact that a ma- 
jority of policyholders regard 
their life insurance largely as 
a means of protection, in- 
creasing numbers have pur- 
chased it as an investment 
since the stock market crash 
in 1929. The dual role of life 
insurance in its protective 
and investment features will 
be discussed by President M. 
Albert Linton of the Provi- 
dent Mutual Life Insurance 
Company, Philadelphia, Pa., 
in the next address on the 
program, 

Address by Geo. B. Young 

“Law, the Guardian of Se- 
curity,” will be the topic of 
George B. Young, general 
counsel of the National Life 
Insurance Company, Mont- 
pelier, Vt. His address will 
follow that of President Lin- 
ton. 


President Tarver's Address 

Insurance supervision is 
not usually regarded as a 
function in which the human 
element is prominent. Hon. 
William A. Tarver, the new 
president of the National 
Convention of Insurance 
Commissioners, will take ex- 
ception to this thesis in his 
address before the life insur- 
ance executives. His subject 
will be “Human Problems of 
Insurance Supervision.” 


Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with clean records and with 
ability to handle such an agency. Address 


EXCLUSIVE 
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October Production 
Best Since March 


Lincoln National Agents 
Honor V. P. Shepard 
In Big Drive 

October, Shepard Month, 
was the greatest in the vol- 
ume of paid business for The 
Lincoln National Life Insur- 
ance Company since March of 
this year, and also was the 
best month in written busi- 
ness since May, 1932. It is 
also significant that October, 
1932, showed an increase in 
paid business over the 1931 
figure for the same month. 

The awards to the agents 
for their increased produc- 
tion during Shepard Month 
were in the form of advertis- 
ing novelties, such as baby 
books, bridge books, lighters, 
and match books. A large 
number of agents qualified 
for the awards under the 
three different classifications 
based on production. Thirty- 
six qualified under one group 
for their choice of baby books 
or bridge books, twenty-one 
had their choice of lighters or 
baby books, and sixteen won 
the right to receive a quan- 
tity of match books with their 
imprint on them. Competi- 
tion was based on the amount 
of “binder business” received 
during the month. 





Jackson Reynolds a Pru- 
dential Director 

The Prudential Insurance 
Company of America an- 
nounces the election of Mr. 
Jackson E. Reynolds as a 
member of its board of di- 
rectors. Mr. Reynolds is 
president of the First Na- 
tional Bank of New York. 
In addition to being chair- 
man of the organization com- 
mittee, Bank for Interna- 
tional Settlements, he is a 
member of the banking and 
industrial committee of the | 
Second Federal Reserve Dis- | 
trict. 

He is also chairman of the | 
Board of the Lehigh and 
Wilkes-Barre Coal Company | 
and the Lehigh and Wilkes- | 
Barre Corporation; director | 
of the New York Central | 
Railroad, Southern Railway | 
Company, Southern Pacific | 
Company, The Cleveland, | 
Cincinnati, Chicago and St. 
Louis Railway Company, Na- 
tional Biscuit Company, | 
American Radiator and 
Standard Sanitary Corpora- 
tion, Montgomery Ward & | 
Company and Tide Water 
Associated Oil Company. 





Life Insurance 


ENTHUSIASM 


Honest belief in the product backed by a 
sincere appreciation of Company connec- 


tions 


generates 


that vital, all-essential 


quality—Enthusiasm. 


Buffalo Life Policies answer the first req- 
uisite. Liberal commissions and real serv- 
ice take care of the second. 


Excellent opportunities available to quali- 
fying agents in New York and Ohio. 


JOHN M. HULL, 


President 


BUFFALO 


FRANK F. EHLEN, 


Director of Agencies 


MUTUAL 


LIFE INSURANCE COMPANY 


Founded 1872 


452 Delaware Ave. 


Buffalo, N. Y. 








Change in Officers of 
Northern Life 

Cuicaco, Nov. 16—The in- 
fluence of M. J. Dorsey and 
his associates in the Northern 
States Life of Hammond, 
now in temporary receiver- 
ship, was further reduced this 
week when C. Edwin John- 
son resigned as vice-president 
and director; Bertram Day, 
as president and director, and 
O. C. Neier, as director. 





John A. Massen, receiver 
of the Security Life of Amer- 
ica, was elected president 
temporarily. The men who 
resigned have been asso- 
ciated with Mr. Dorsey. Dr. 
Neier will continue as med- 
ical director on a part-time 
basis. 

The company has _ insti- 
tuted a program of economy 
and conservation of assets 
during recent weeks. 





Leading Agency Leaders 
Address Riehle Group 


List of All-Stars Take 
Part In Eight-Week 
Campaign 


For the past eight weeks, 
the Riehle Agency of the 
Equitable Life, in New York, 
has been holding tri-weekly 
agency meetings in connec- 
tion with their State of Ap- 
plicania campaign, just com- 
pleted. These meetings were 
held at 9 a. m. Monday, Wed- 
nesday and Friday. Each 
talk was on a different subject 
and at least one concrete sale 
idea was discussed. Meetings 
lasted fifteen minutes. 

Among the speakers were 
Wm. M. Duff, president, The 
Edward A. Woods Company, 
Pittsburgh; Donald C. Keane, 
general agent, Keane-Patter- 
son Agency, Mass. Mutual; 
Grant L. Hill, McMillen 
Agency, Northwestern Mu- 
tual; Frank J. Mulligan and 
Jack Brady of the McNamara 
Agency, Guardian Life; E. 
Vernon Carbonara, Pennell 
Agency, State Mutual Life; 
A. B. Johnson, manager, 
Equitable Life of U. S.; E. L. 
Kurtz of the Equitable Home 
Office; Glenn Dorr, Dunsmore 
Agency; Tom Brennan, Pol- 
hemus Agency; Milton Herz- 
berg, Weiller Agency. 





Thomas Matthews Dies 


The host of agents of the 
Prudential Insurance Com- 
pany of America who called 
Thomas T. Matthews, assist- 
ant manager of the industrial 
claim department of the com- 
pany, their friend, will be 
grieved to learn of his death 
early this week. 
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The Lincoln National Life Insurance 
Company. Fort Wayne, Indiana. 
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MARIN E—TRANSP 


Chairman N.A.LA. 


Committees Named 


President Gandy 
Announces 


President Charles L. 
Gandy of the National Asso- 
ciation of Insurance Agents 
has named the personnel of 
the special and standing com- 
mittees for the year, with the 
following chairmen: 

Standing Committees: 
finance, E. J. Cole, Fall 
River, Massachusetts; fire 
and accident prevention, Sam 
T. Morrison, Iowa City; legis- 
lative, P. B. Hosmer, Chi- 
cago; membership, E. M. 
Sparlin, Rochester, New 
York; publicity and educa- 
tional, Albert Dodge, Buffalo, 
New York. 

Special Committees: auto- 
matic cancellation, James L. 
Case, Norwich, Conn.; local 
boards, Frank T. Priest, 
Wichita, Kans. 

The territorial committees 
on mutual competition re- 
main as last year, with the 
executive officers, President 
Dandy, executive committee 
chairman Allan I. Wolff and 
Secretary-Counsel Walter H. 
Bennett as the National Com- 
mittee. 

Of the standing committee 
chairmen, Messrs. Cole, Mor- 
rison and Sparlin are reap- 
pointed. In announcing the 
personnel of the fire and acci- 
dent prevention committee, 
President Gandy expresses 
the hope that its activities 
will be greatly increased in 
scope during the year. With 
highway safety work suc- 
cessfully launched, he expects 
to make the coming year a 
banner one in fire preventive 
work. 

Mr. Hosmer, chairman of 
the legislative committee, suc- 
ceeds Ben A. Lehnberg of 
Milwaukee, while Mr. Dodge, 
as chairman of the publicity 
and educational committee, 
succeeds Earl E. Fisk of 
Green Bay, Wisconsin, who 
has held that position for 
several years. 
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Branch Office 
Survey Begun 


National Association 
Starts Investigation 





In line with the resolution 
adopted by the National As- 
sociation of Insurance Agents 
at the annual meeting: held 
last September in Philadel- 
phia a survey of production 
of branch offices of all clases 
of companies, other than life, 
has been begun by the Asso- 
ciation. The resolution passed 
at the annual meeting was 
as follows: “This convention 
has, by formal motion, re- 
ferred the subject of branch 
office and home office counter 
operation to the conference 
committee of this association 
in the hope and expectation 
that a more speedy solution 
of this vexing problem could 
thus be found than by a fur- 
ther resolution of protest. 
We now pledge to such com- 
mittee the active support of 
our membership in the nego- 
tiations thus to be under- 
taken.” 





Officers Nominated by N. Y. 
Brokers Association 

At the monthly meeting 
of the General Brokers Asso- 
ciation of the Metropolitan 
District, Inc., New York, held 
last week, the following’ offi- 
cers and members of the 
executive committee were 
nominated to serve for the 
year 1933: President, Arthur 
Arnow; vice - presidents, 
Harry Broadman, Julius Mar- 
golias, William J. McLaren, 
S. Nicoll Schwartz, George 
F. Sullivan; secretary, Leon- 
ard Jacobs; assistant secre- 
tary, Joseph Wank, treasurer, 
Abraham Prusoff; executive 
committee, Herman A. Bay- 
ern, Joseph A. Donohue, Ben- 
jamin M. Edgerton, Bernard 
E. Frank, Nathan Green- 
baum, David M. Herstein, 
Robert M. Keleher, Peter E. 
Kramer, Paul Simon. 

The election of officers will 
take place at the December 
meeting. 
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Deplores Gradual Reduction 


of Agents’ Commissions 





Percy H. Goodwin Tells California Association 
That Morale of Agents is Weakened; Discusses 
Branch Office Question and the Separation 


Problem 





SANTA Rosa, CALIF., Nov. 17—Percy H. Good- 
win, past president of the National Association of 
Insurance Agents and chairman of the fire confer- 
ence committee, in addressing the annual meeting 
of the California Association of Insurance Agents, 
stated that the branch office subject is not going to 


be settled in a day. Some-® 


thing, he said, which has 
grown up over a period cov- 
ering from fifty to one hun- 
dred years cannot be ironed 
out to the satisfaction of all 
parties at interest in any 
short period of time. But, he 
added, if the agency system 
is to survive the problem 
must be solved. 

Mr. Goodwin deplored the 
reduction of commissions and 
said that numbers of agents 
are gradually being brought 
to the verge of insolvency on 
account of the continuous 
trend of the company mind 
to reduce acquisition costs 
without regard to the ulti- 
mate effect on the producer. 
He said this is weakening the 
morale of many agents and 
some of them are choosing 
the path of least resistance, 
also ignoring their own fu- 
ture interests. 

He referred to the Hoover 
Dam episode which, he said, 
has been followed by further 
reductions in contract surety- 
ship commissions, and which 
is leading many agents to 
cast their eyes toward the so- 
called cut-rate surety compa- 
nies. Another cause of unrest 
in agency ranks, he said, is 
direct dealing with the as- 
sured on the part of some 
companies, and in the case of 
the surety business appar- 
ently, he said, some of the 
companies are dealing direct 
with the government officials. 
He said, “It now appears that 
the bonds of the Reconstruc- 
tion Finance Corporation and 
other government institutions 





‘are controlled by a limited 
number of surety companies. 
It would be interesting to 
know just what company or 
companies are writing the 
blanket bond for the Recon- 
struction Finance Corpora- 
tion, at what rate, at what 
commission and to whom the 
acquisition cost, if any, is 
paid.” 

Mr. Goodwin asserted that 
there is no question in his 
mind that many agents who 
have for years been loyal to 
organization companies will 
turn from them to non-organ- 
ization companies if the for- 
mer continue the downward 
trend of acquisition cost. 

Regarding the right of the 
state to regulate the commis- 
sions paid to insurance agents, 
Mr. Goodwin said, “We have 
always maintained that the 
commission paid to an agent 
is a matter of contract be- 
tween the company and the 
agent and that the state has 
no right to regulate or inter- 
fere with it. Followed to its 
logical conclusion, this regu- 
latory right of the states 
would extend to the point of 
governing salaries paid by the 
insurance companies, from 
president to office boy and to 
regulate every item of ex- 
pense which has any bearing 
on the final rate.” 

Mr. Goodwin advocated sep- 
aration, not as a rule to be 
ignored, but as an applied 
principle saying that he 
hears continuous complaint 
from the producers that the 
separation rule suffers 





through lack of enforcement. 


Fire Insurance 
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The Home Office Building of the American Surety Co. 


and hand-chased. The elevator cars 
are unique, being veneered on the in- 
side with slabs of polished black glass 
held in place by bronze moldings. 

The nineteenth floor is occupied by 
the company’s own executive offices and 
those of the New York Casualty Com- 
pany, an affiliate. The corridors and 
rotunda are finished with white Italian 
marble. 

The Board Room and the president’s 
office form a connecting suite of simple 
design, but great beauty. The floors 
are of polished green marble and the 
walls are paneled mahogany for their 
entire height to the under side of the 
cornice, which, like the ceiling, is orna- 
mented in low relief Greek design and 
finished in old ivory. The trustees’ 
table in the Board Room is unusual, 
being made of polished green marble 
panels built into a framework of dull 
mahogany. . 

The entire twenty-third floor is oc- 
cupied by lunch rooms for the officers 
and employees of the company. There 
are private dining rooms for the officers 
and department heads. These rooms 
are finished with paneled oak and 
quarry tile floors. There is a lunch 
room for the men employees, also one 
for the women employees. These rooms 


(Concluded from page 13) 


are finished with decorated faience tile 
on walls and ceilings, and have coun- 
ters for cafeteria service. An adjoin- 
ing rest room is in charge of a con- 
sulting physician and a nurse, among 
whose duties is the treatment of minor 
ailments. 

These lunch rooms are served from 
a kitchen and pantries finished in 
glazed white tile, and they are equipped 
with every modern appliance for the 
storage, preparation, cooking and serv- 
ice of food. The twenty-second and 
twenty-fourth tiers of the building are 
preserved as recreation spaces for em- 
ployees to promenade during their mid- 
day recess. The company occupies 
the entire five upper floors. The rest 
of the building is occupied by some of 
the most representative financial, legal 
and industrial concerns of the country. 

From its earliest.development, surety- 
ship was based on the ownership of real 
estate which was in an enlarged meas- 
ure the ultimate, tangible gurantee of 
protection. The ownership and growth 
of the American Surety building is, 
therefore, not only a symbol of the com- 
pany’s financial strength, but also the 
very reality of its substance and respon- 
sibility. The building returns dividends 
to its owners of approximately seven 





per cent per annum. Much of the 
suretyship of the country has been 
written within its walls. 

The American Surety Company is 
now capitalized at $7,500,000, and up 
to the end of June 30, 1932, its total 
net premiums since its organization 
amounted to $173,186,945.42. During 
the same period it has paid in settle. 
ment of claims $50,392,175.96. 

With the expansion of the company’s 
field of usefulness to financial and in- 
dustrial enterprises and the public in 
general in suretyship and casualty in- 
surance, it is impossible to foresee the 
requirements of another quarter of a 
century; but for a long time in the 
future the American Surety Company 
will be comfortably and efficiently lo- 
cated in its superb building, that is its 
just pride. Whatever its neighbors to 
the north, east and south may do, it 
can calmly look out for all time on 
peaceful Trinity churchyard across the 
way and enjoy the light and air af- 
forded by this pleasing heirloom of old 
Colonial days. Here, in the midst of 
the excitement in the nearby stock ex- 
changes, the remains of Alexander 
Hamilton and other’ revolutionary 
heroes quietly sleep, and the chimes of 
old Trinity reguiarly ring out the hour. 


A Woman Who Made Good on a Man’s Job in Insurance 


(Concluded from page 11) 


their efforts on improving the agency 
the better to serve their customers. 

Mr. Stevens died in 1930. Since then 
Mrs. Stevens has carried on the busi- 
ness with remarkable success. The in- 
surance she writes stays with her, and 
the volume steadily increases. There 
is no better barometer of public ap- 
proval than this reaction. 

One can tell, just by looking at her, 
that Mrs. Stevens takes keen delight 
in insurance work. But to be certain I 
inquired if she enjoyed running an 
agency. 

“Why, of course, I enjoy my work,” 
she answered. “You’d enjoy it, too— 
particularly if you were occasionally 
able to say to some of your customers— 
‘here’s an insurance check to pay for 
your loss.’ ” 

“Aren’t there some risks a woman 
can’t inspect, Mrs. Stevens?” 

“T’ve never found one. Of course, 
I’ve a nice lot of company fieldmen to 
help me in case I do.” 

“Then you represent several com- 
panies?” 

“Yes, I handle the business for the 


Transcontinental, Cali- 
fornia, Westchester, Atlas and the 
Rochester American. That’s not all 
though,” she continued proudly. “I 
write casualty business, too! The Globe 
Indemnity and the Union Indemnity 
are my casualty companies.” 

“How do you get enough business for 
so many?” 

“Principally through personal con- 
tact and advertising.” 

“It sounds to me like a rather trying 
job.” 

“Well, I haven’t lost my religion yet,” 
she smiled. “I belong to the South 
Methodist Church.” 

“That’s sort of additional fire pro- 
tection, isn’t it?” I wisecracked. 

“If it is,” she countered, “its good 
influence probably just balances some 
of the bad ones I’m subjected to.” 

I didn’t know whether this was a 
shot at me or not, so I hastened to get 
on safer ground. “What other organ- 
izations do you belong to?” 

“I also belong to the Local and the 
County Insurance Boards—I’m Secre- 
tary and Treasurer of the County 


Connecticut, 


Board—and I’m a member of the 
Schubert Music Club, and of the Busi- 
ness and Professional Women’s Club.” 

“Do you find membership in these or- 
ganizations helps you in business?” 

“T don’t think they bring me any ad- 
ditional income; but they do keep me 
in touch with people I enjoy knowing, 
and give me an interest in life I could 
get no other way.” 

“Would you recommend fire insur- 
ance as a career for women?” 

“T don’t think I would have selected 
it; but I’ve been in the business so long 
now, I’ve sort of acquired a taste for 
it. Probably lots of women would not 
care to operate an insurance agency 
because of having to contact all sorts 
of people. 

“Then you don’t think it’s a job for 
men only?” 

“As for that, I can only answer from 
My own experience. When I go home 
at night, I go home feeling I’ve ren- 
dered a service to my fellow creatures; 
and that I’ve helped earn my daily 
bread. No man could do more.” 

And no man could! 
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OW the letters roll in! Here is 

one: “Dear Sir: Evidently you 
have overlooked our letter of Nov. 1 
referring to amount due on...” No, 
that is a mistake. I have evidently 
mixed up my personal mail with busi- 
ness matters for that has nothing to 
do with insurance. But here is one 
from “J. D. G., Jr.,” who very sensibly 
saves two cents by writing on a post 
card, which has added charm because 
on one side is pictured “Bronze head of 
Augustus, from Mere in the Sudan.” 

* ” >” 


“| D.G., JR.,” writes, in part and with 

s avery bad pen, evidently, as fol- 
lows: “I read your column in this 
week’s Spectator about the insurance 
man who lost 70 pounds and he’s lucky 
if that’s all he lost. But what I want 
to know is who is this ‘famous Pou- 
lair’? I never heard of her. Was she 
an insurance saleswoman?” 

* * * 


AM forced to assume that J. D. G., 

Jr., is a very young person or else, 
I think, he would not ask such a ques- 
tion. Poulair, so far as I know, never 
engaged actively in the selling of in- 
surance. I may not spell her name as 
she did herself, for it is a long, long 
time since I saw her, but I remember 
her well. oa 


HE was brought to the United 

States from France by an American 
theatrical producing company and took 
part in a tour which included Gertrude 
Hoffman, the dancer, and an English 
woman with a title, also billed as a 
dancer, as I recall. She was widely 
advertised as the woman with the 
smallest waist in the world. But she 
was also advertised as the ugliest 
woman in the world. 

* * * 


BELIEVE the tour was not an out- 

standing financial success. As I re- 
member the small-waisted lady she was 
by no means remarkably ugly. I’ve seen 
lots, on the stage and off, who could have 
given her a most generous handicap 
and left her at the post. Evidently she 
felt the same way about it for she 
brought suit or threatened to do so 
against the American producers and 
claimed that the advertising of her 
ugliness was without her consent or 
knowledge and was unkind and untrue. 
Let us trust the producers were well 
covered with the insurance that would 
have protected them in such a situa- 
tion. So at once I have informed 
J. D. G., Jr., and pointed a moral. 


THE SPECTATOR 
November 17, 1932 





Every insurance man 
who has had much to do with 
claims frequently discovers some 
strange and startling statements 
in the claims forms he receives. 
The Post Magazine and Insurance 
Monitor of London recently 
printed a long list of unintention- 
ally humorous statements discov- 
ered in the claim forms received by 
a leading British insurance com- 
pany. Among them were the fol- 
lowing: 

“She suddenly saw me, lost her 
head and we met.” 

“I bumped a lamppost which 
was obscured by human beings.” 

“My back wheel came off and 
followed me, and when I stopped 
it collided with my car.” 

“TI misjudged a lady crossing the 
street. 

“To avoid a collision I ran into 
the other car.” 

“A pedestrian hit me and went 
underneath my car.” 

“There were plenty of lookers-on 
but no witnesses.” 

“Coming home I drove into the 
wrong house and collided with a 
tree I haven’t got.” 





“I collided 
tree.” 

“T cannot pay the repairs as I am 
dependent upon my mother-in-law, 
my wife having died three years 
ago.” 

“A lamppost bumped my car 
damaging it in two places.” 

“T told the other idiot what he 
was and went on.” 

“The other car collided with 
mine without giving any warning 
of its intention.” 


with a stationary 
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“Tuesday is my wife’s washing 
day, and when I returned in the 
evening I broke my wind-screen 
and two front teeth.” 

They remind one of the claim ad- 
juster, in Hartford, I believe it was, 
who was trying to get the details 
of a fatal accident from the sorrow- 
ing relatives. Finally a weeping 
daughter said, “Father was driving 
along the street Saturday night 
and he turned down an alley.” 
The claim man wanted more de- 


tails. “There wasn’t no alley 
there,” she said. 
S's 


€.. D. Livingston, 
commissioner of insurance of 
Michigan and the most recent past 
president of the National Conven- 
tion of Insurance Commissioners, 
is one of the most popular and 
efficient members of that body. 
He was appointed six years ago by 
Governor Green and was reap- 
pointed by Governor Brucker, 
both Republicans. The election of 
last Tuesday made William A. 
Comstock governor, a Democrat, 
who in the past has run against 
both Green and Brucker for that 
office. The natural belief is that 
Mr. Livingston will not be reap- 
pointed, although insurance men 
of Michigan are said to hope the 
new governor may be persuaded to 
do so. Colonel Howard P. Dun- 
ham, insurance commissioner of 
Connecticut is a Republican and 
was appointed by a Republican gov- 
ernor but when a Democratic gov- 
ernor was elected two years ago 
in that state he was so impressed 
with Mr. Dunham’s efficiency in 
the ofhce that he reappointed him. 
Mr. Livingston’s friends hope the 
same thing may happen in 
Michigan. 
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News of the Far West 








San Francisco, Nov. 14— 
Plans for the silver anni- 
versary convention of the 
California Association of In- 
surance Agents, which opens 
in Santa Rosa on November 
17, have been completed, ac- 
cording to Frank C. Colridge, 
executive secretary of the 
association, and all indica- 
tions point to a large regis- 
tration. Local agents through- 
out the state have shown 
much interest in the forth- 
coming convention and nu- 
merous advance registrations 
have been received. 

Following the annual gold 
tournament and stag dinner 
on Wednesday evening, the 
convention will be called to 
order at 10 a. m., Thursday 
morning, November 17, at 
which time Charles Com- 
stock, president of the So- 
noma County Association, 
will greet the agents, follow- 
ing which a welcome will be 
extended by George R. Ca- 
dan, mayor of Santa Rosa, 
and J. A. Tedford, president 
of the local chamber of com- 
merce. 

Business sessions will oc- 
cupy the entire first day of 
the convention and on the 
night of the opening day, the 
past president’s dinner will 
be held with William T. 
Rambo of San Jose, Calif., 
presiding. After which the 
agents will attend group 
meetings. 

The breakfast conference 
for local associations inter- 
ested in writing political sub- 
division insurance, which will 
be held Friday at 7.45 a. m., 
with Ed. R. Pickett of Sacra- 
mento presiding, has also at- 
tracted much _§ attention 
among those who anticipate 
attending this meeting. 

Following the breakfast 
the agents will go into the 
executive session, at which a 
number of important matters 
will be discussed. In the 
afternoon session, Walter Van 
Orden will discuss “The Pa- 
cific Coast Factory Insurance 
Association.” A. P. Lange 
of the Insurance Buyers As- 
sociation of San Francisco 
will give an address on “The 
Case for the Insurance 
Buyer,” following which com- 
mittee reports will be given 
and the annual election will 
be held. 


> « « 


John C. Piver, Jr., insur- 
ance publisher of the Pacific 


Fire Insurance 





Coast, addressed the San 
Francisco Pond of Blue 
Goose at their regular Mon- 
day luncheon held November 
14, at the Commercial Club. 
The subject selected by Mr. 
Piver was “The Klamath 
River.” 
= + * 


Special Agent Robert A. 
Macfarlane, associated with 
the Home of New York in 
Arizona, has been elected 
most loyal gander of Arizona 
Pond of the Blue Goose. 
Other officers selected at the 
annual meeting were R. G. 
Wigley, supervisor of the 
flock; W. B. Perry, wielder 
of the golden quill; Allan K. 
Perry, keeper of the golden 
goose egg; J. B. Hall, custo- 
dian of the goslings, and 
C. W. Withers, guardian of 
the nest. Deputy Most Loyal 
Grand Gander E. L. Thomas 
installed the newly elected 
officers. Nearly 100 per cent 
of the membership attended 
the banquet which followed 
the annual meeting at the 
Arizona Club. Wives of the 
members attended a banquet 
and entertainment held at the 
Westward Ho Hotel, which 
was followed by a bridge 
party. 


7 os 


Edward T. Cairns, vice- 
president of the Fireman’s 
Fund Group, has returned to 
the head offices in San Fran- 
cisco following an extended 
business trip as far east as 
New York City. 
trip, Mr. Cairns attended 
meetings of the Rocky Moun- 
tain Supervisory Committee 
and the Mountain States In- 
spection Bureau. 
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Astute buyers of insur- 
ance today look into 
the financial strength of 
the company .. . a fact 
of especial advantage 


to P. F. & M. Agents. 
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Fire Loss in Arkansas 
Fire of Paris LITTLE Rock, ARK., Nov. 15 

Everett W. Nourse, United | —Property loss from fires in 
States manager of the Union | Arkansas during October 
Fire of Paris, announces the | totaled $342,000, and there 
appointment of Louis T. | were 15 casualties, of which 
Miller as State Agent of the | one resulted fatally. While 
company for Alabama, | the total of fire losses for the 
Georgia, South Carolina and | past few months has been less 
Florida, effective at once with | than for similar periods of 
headquarters in the Trust| other years, Howard B. Sav- 
Co. of Georgia Building, At- | age, chief of the Division of 
lanta. He has been special | Conservation of the Arkansas 
agent in several Southern | Fire Prevention, said there is 
| States for the Public Fire. | in reality little reduction. 


| Louis T. Miller With eel 
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FREE RENT TILL MAY 1, 1933 
The Most Desirable Floor in the Insurance District 


130 WILLIAM STREET 


BETWEEN FULTON and JOHN STREETS 


2nd FLOOR... 5200 SQ. FEET 


With connecting ground floor of 490 sq. ft.—Includes 600 ft. vault 
WILL PARTITION TO SUIT... . 24 HOUR ELEVATOR SERVICE 


NATIONAL CITY REALTY CORP. 
20 EXCHANGE PLACE 


TERM LEASE IMMEDIATE POSSESSION 
INTERESTING RENTAL 
For Full Information Apply 


BOwling Green 9-1000 
BROKERS PROTECTED 
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Chicago Surety Association 

Cuicaco, Nov. 16—The 
Surety Underwriters Associ- 
ation of Chicago, elected its 
officers on Tuesday, in ac- 
cordance with the nomina- 


W. E. Mallalieu Heads 


Relief Committee 


Many Prominent Fire In- 
surance Men Also 
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Members 


W. E. Mallalieu, general 
manager of the National 
Board of Fire Underwriters, 
has been appointed chairman 
of the Emergency Unem- 
ployment Relief Committee’s 
fire insurance division for the 
Borough of Manhattan, N. Y. 
Other members of the com- 
mittee are: Sumner Ballard, 
president of the International 
Insurance Co.; R. P. Bar- 
pour, United States manager 
of the Northern Assurance; 
Percival Beresford, United 
States manager of the Phoe- 
nix Assurance; H. E. Bilkey, 
executive vice-president of 
the Globe & Rutgers Fire; 
Montgomery Clark, vice-pres- 
ident of the Hanover Fire; 
R. A. Corroon, president of 
the American Equitable; B. 
M. Culver, president of the 
Continental; Hart Darling- 
ton, manager of the Norwich 
Union Fire; F. W. Koeckert, 
United States manager of the 
Commercial Union; W. H. 
Koop, president of the Great 
American; Wilfred Kurth, 
president of the Home; C. V. 
Meserole, president of the 
Pacific Fire; J. Lester Par- 
sons, president of the United 
States Fire; C. F. Shallcross, 
United States manager of the 
North British & Mercantile; 
J. C. Stoddart, vice-president 
of the New York Underwrit- 
ers, and Harold Warner, 
United States fire manager 
of the Royal-Liverpool groups. 





tions filed at the October 
meeting. They include: W. 
O. Schilling, U. S. Fidelity & 
Guaranty, president; Elmer 
C. Anderson, American Em- 
ployers, vice-president; Tim- 
othy E. Dunne, U. S. Casual- 
ty, secretary, and H. J. 
O’Donnell, Bartholomay-Dar- 
ling, treasurer. 

The executive committee 
includes L. C. Knapp, Great 
American; W. H. Hansmann, 
Fidelity & Deposit; R. E. 
Hall, Columbia; A. C. Arnold, 
Standard Accident, and R. E. 
Stitt, Joyce & Company. 





Increase Refused 

FRANKFoRT, Ky., Nov. 15— 
The Workmen’s Compensation 
Board today refused to in- 
crease rates for compensation 
insurance sought by stock and 
non-stock companies. Stock 
companies sought a 16 per 
cent increase and non-stock 
companies a 5 per cent in- 
crease. 





Western Loss Association 

CuicaGco, Nov. 16—Officers 
for the ensuing year were 
elected Tuesday by the West- 
ern Loss Association as fol- 
lows: J. C. Shea, Aetna Fire, 
president; W. H. Eastman, 
General Exchange, vice-pres- 
ident; W. H. Gartside, Fire- 
man’s Fund, secretary, and 
T. E. Heald, National; F. F. 
Ferrers, Springfield; A. D. 
Yeaton, New Hampshire, 
and R. A. Conklin, Fire Asso- 
ciation, directors. 
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fices in a new, modern, com- 
pletely sunlighted building, 
splendidly equipped and most 
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Albany Field Club Banquet 

The twentieth anniversary 
banquet of the Albany Field 
Club will be held Friday, No- 
vember 18, a the Ten Eyck 
Hotel. It is in special honor 
of the club’s charter members. 


John B. Dacey is chairman. 


Many distinguished guests 
will attend. 





Richardson President of 

Potomac Insurance Co. 

At a recent meeting of the 
Potomac Insurance Company 
of the District of Columbia, 
Frederick Richardson was 
elected president, and former 
President George W. White 
was elected chairman of the 
board. 





Dependable and complete 
insurance service 
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ABILITY to fulfill 
OBLIGATIONS 


Financial Statement as of June 30, 1932 
ASSETS LIABILITIES 


Investments Workmen's Compensation and Liability 


(U. S. Treasury Department Values) Legal Loss Reserve $1,820,971.62 
Reserve for Losses and Claims Other 


Mortgage Loans on Real Estate roe Than Workmen’s Compensation and 
91,089.21 Liability 283,750.33 


. : Unearned Premium Reserve 556,400.41 
Premiums Not Over 90 Days Due.... 43,547.05 Reserve for aoe Reinsurance. etc. .. penne 


Reinsurance Recoverable 17,239.12 Commissions Payah 1,922.49 
65,242.98 Voluntary Resz LUD irs °.000.00 


Capital Stoo tA “4th, VY, Loy 00 
Surplus Z 


— stirance ete. 47,000N 
As one of the oldest American fussionsPayable 119224¢ 


Casualty Reinsurance Companies, 


we feel that our conservative man- oluntary Reserve 500.000.00 


agement has been amply justified 


by the results attained during the Capital Stock aes 100000000 


most trying period with which 


insurance companies have been Wl Surplus .... 2,502,778.13 


faced. 
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The “American Reinsurance Co.” Uppy, ffl" po, Y, 
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sound underwriting permits. 
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May Our Representative Discuss “NN HAN \atanbee TIL 
Your Reinsurance Problems = =~) 
With You? SSE E. 


~AMERICAN \ 


Re-Insurance Company 


ROBERT C. REAM, President 


67 Wall Street New York 
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Annual Meeting of 
Casualty Actuaries 





To Be Held At Hotel 
Pennsylvania, New 
York City, Friday, 
Nov. /8 





The annual meeting of the 
Casualty Actuarial Society 
will be held tomorrow eve- 
ning at the Hotel Pennsyl- 
vania, New York city. The 
election of officers and three 
members of the Council will 
constitute the business ses- 
sion. The program will con- 
sist of the reading of the 
President’s Address, the pres- 
entation of new papers, the 
discussion of papers  pre- 
sented at the last meeting of 
the Society, and the informal 
discussion of selected topics. 

The following subjects have 
been selected for informal 
discussion : 


I. Comparison of _ the 
practicability and de- 
sirability of the 
present payroll basis 
for compensation pre- 
miums with other pos- 
sible premium bases, 
such as: per capita, 
work-hours, units of 
production, value of 
product, etc. 


II. Shall compensation 
for automobile per- 
sonal injury accidents 
follow the basic princi- 
ples of workmen’s 
compensation laws of 
requiring no proof of 
negligence and com- 
pulsory acceptance of 
fixed schedules of in- 
demnity for injuries? 

Lunch will be served at 
the Hotel Pennsylvania at 1 
o’clock. 

The following is a partial 
list of papers to be presented 
at the meeting: “Wisconsin 
Unemployment Compensation 
Act,” by William H. Burhop; 
“Ten Years of Rates and 
Rating Bureaus in Ontario 
Applied to Automobile Insur- 
ance,” by John Edwards. 
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Briefs to be Filed 
on Maryland Rates 


Next Monday Set as Final 
Date for Such 
Action 


BALTIMORE, Nov. 15—Rep- 
resenatives of the National 
Bureau, the National Council 
and the American Mutual Al- 
liance were given until Nov. 





21, in which to file briefs in | 
relation to the proposed re- | 


duction of 9.2 per cent in the 
rates of compensation insur- 
ance. 

This action followed a 
hearing last Thursday at 
which representatives of the 
three organizations appeared 
and presented oral arguments 
pro and con. 

The stock company rates 
start with the same loss ex- 
perience as a basis, but be- 
cause of the use of two 
emergency factors arrive at 
a final rate which is the same 
as that now used. They have 
also proposed a plan where- 
by a discount of 12.5 per cent 
will be allowed on all premi- 
ums over $1,000. 

The mutuals claim that 
only 5 per cent of the em- 
ployers would be eligible for 
such discount and that the 
other 95 per cent would be 
charged excess rates to make 
such discounts possible. The 
stock companies contend that 
the cost of doing business is 
lower on the large risks, 
which makes a discount pos- 
sible, and that the present 
rates, which contain large al- 
lowances for emergency con- 
ditions, are not excessive. 





Company Manager 
Becomes Agent 

Manford S. Runyan, for 
five years Oklahoma field 
manager of the Century In- 
demnity Company of Hart- 
ford, resigned November 1 to 
enter the local agency busi- 
ness in Tulsa. He will be 
associated with J. J. Jackson, 
representing the Century as 
general agents and the Aetna 
Insurance Company as local 
agents. G. Morris O’Brien, 
Century field manager in 
Texas, succeeds Mr. Runyan. 
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Explains Necessity 
for Increased Rates 





J. W. Richardson, of the National Council on Com- 
pensation Insurance, Addresses Insurance Com- 
mittee of St. Louis Chamber of Commerce 





St. Louis, Mo., Nov. 15—Why workmen’s com- 
pensation insurance rates in Missouri should be 
increased from 20 to 22 per cent was told to the 
Insurance Committee of the St. Louis, Mo., Cham- 
ber of Commerce by J. W. Richardson, of the Na- 
tional Council on Compensation Insurance, at a 


conference with members of® 


the committee at the Chamber 
of Commerce. The gathering 
was preliminary to the pub- 
lic hearing held in Jefferson 
City, Mo., on November 15 by 
State Superintendent of In- 
surance Joseph B. Thompson. 

The Chamber of Commerce 
meeting was attended by the 
representatives of various St. 
Louis firms and was for the 
purpose of presenting to 
them the causes forcing the 
contemplated increase in 
rates and the steps that the 
industries may take to pre- 
vent an increase in industrial 
accidents and compensation 
claims. 

It was stated by Mr. Rich- 
ardson that a decrease in pre- 
mium income plus an increase 
in the payment of losses had 
compelled the companies to 
ask the Missouri Insurance 
Department for _ increased 
rates. He said that the com- 
panies in promulgating the 
existing rates had contem- 
plated that 60 per cent of the 
premiums would be used to 
pay losses and 40 per cent 
for expenses, including 
agents’ commissions, taxes, 
etc. However, he said that 
during the policy year of 
1930, including parts of 1930 
and 1931, the companies in- 
come had been. $5,300,000, 
while compensation payments 
totaled $4,815,000, a loss ratio 
of 72 per cent, allowing but 
28 per cent of the income for 
expenses. He said that to 
maintain the proper ratio in- 
creased rates are necessary. 








Mr. Richardson told the 
meeting that while pay rolls 
had dropped, decreasing the 
premium income of the com- 
pensation companies, indus- 
trial fatalities, permanent 
minor disabilities, the aver- 
age indemnity cost per case 
and the average medical cost 
per case have increased. He 
pointed out that in 1930 there 
were 149 fatal accidents in 
the state covered by compen- 
sation compared to but-130 
in 1929, while the number of 
permanent minor disability 
cases jumped from 800 to 980 
cases and indemnity per case 
from $119 to $144 and med- 
ical cost from $52 to $64 per 
case. 

During the same period the 
number of permanent total 
disability cases dropped from 
12 to 7. 

Projecting into 1933, the 
companies experience tables, 
compiled from every bit of 
available data, clearly demon- 
strates the pressing need for 
animmediate increase in rates, 
Mr. Richardson demonstrated. 
He said that unless they are 
granted relief in the way of 
increased rates the companies 
will be compelled to operate 
during 1933 at a great loss. 
He said that the data com- 
piled showed there will be an 
increase in compensation pay- 
ments and a slump in premi- 
ums. 

As a means of preventing 
increases in rates for com- 
pensation insurance, Mr. 


(Concluded on page 33) 
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THE NEXT FOUR YEARS 


. . - and now for Recovery! 


We-can put national politics aside for four more years. Not 
every one is satisfied with the presidential election. Many 
are skeptical. Without skepticism there would be no 
progress. 


Regardless of his party, the President who can help bring 
about Recovery is a good President. 


He is the man we need. 
As interesting as the political footballs are—taxes, tariffs, 
public improvements, governmental expenditures, the im- 
portant—the all important thing is that the next four 
years lead us back to prosperity. 

... not the jazzy days of 1928-29 of rosy illusions and bags 





of gold at the rainbow end. 





If prosperity means anything it means the bringing about 
of conditions of more satisfactory living for more people. 


Just as soon as families are sure that the drain on surplus 
has ceased, and patches of blue sky break through the clouds, 
insurance will be easier to sell. 


There will be more money with which to buy insurance. 
That will mean prosperity all along the insurance line. 


We look upon the next four years as a great opportunity to 
strengthen our position. Every aggressive insurance man 
has the same outlook. We are giving our agents full support 
and cooperation. We are ready for Recovery. We are work- 
ing to bring it about—first for our agents, then for ourselves. 








Agents seeking wider opportunity, who plan to make the 
next four years count are invited to inquire about our 


franchise. 














CASUALTY FIDELITY AND 
INSURANCE {§ SURETYSHIP 


Standard Surety & Casualty Company 


OF NEW YORK 


Home Office: 80 John Street, New York, N. Y. 
FRANK G. MORRIS, President 
Surplus to Policyholders $2,556,201.99 (June 30, 1932) 
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Celebrates Double 
Anniversary 


John J. King 

OHN J. KING, president 

of the Hooper-Holmes Bu- 
reau, Inc., was 65 years old 
on last Tuesday. The day 
also marked the twentieth an- 
niversary of his association 
with the Hooper-Holmes Bu- 
reau. In honor of the occa- 
sion Mr. King’s four sons 
held a luncheon Tuesday at 
the Drug & Chemical Club in 
New York, which was at- 
tended by a number of Mr. 
King’s oldest and most inti- 
mate friends. Mr. King joined 
the Hooper-Holmes Bureau in 
1912, following a successful 
career in insurance investiga- 
tions during which he was 
first connected with the old 
Mutual Reserve Life Insur- 
ance Company and then with 
the Mutual Life Insurance 
Company of New York. 





Death of Norman C. Stevens 
of Hartford 


Norman C. Stevens, former 
mayor of Hartford, Conn., 
and secretary of the Aetna 
Casualty & Surety Company 
of that city, died suddenly of 
cerebral hemorrhage at his 
home last Saturday night. 
Mr. Stevens began his insur- 
ance career as a young man 
with the Fidelity & Casualty 
Company in New York. Ten 
years later he went to Hart- 
ford to manage the plate 
glass department of the Aet- 
na Casualty & Surety Com- 
pany. He took an active in- 
terest in municipal politics, 
Served as an alderman and 
was elected mayor of the city 
in 1924, Two years later he 
was reelected. Since then he 
has served on a number of 
Important boards and com- 
missions. His widow sur- 
_ him. He was 48 years 
old. 
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Indemnity Company 
Charges Extortion 
Benjamin Franklin Bond & 
Indemnity Accuses 
Cal. Dept. 


SAN FRANCISCO, Nov. 15— 
Officers of the Benjamin 
Franklin Bond & Indemnity 
Corporation, ordered by the 
California Insurance Depart- 
ment to stop writing business 
and faced with the appoint- 
ment of a receiver, countered 
with public charges Tuesday 
that a member of the Cali- 
fornia Insurance Department 
had attempted to extort $10,- 
000 last April before a license 
to operate in the state would 
be issued. At the same time 
they obtained a temporary 
injunction against the De- 
partment’s further attempt to 
halt their operations. 





Necessity for Increased 
Rates 
(Concluded from page 31) 
Richardson said it would be 
necessary to provide for the 
payment of compensation 
benefits on the basis of the 
wages or weekly earnings, in- 
stead of keeping such allow- 
ances on a fixed basis as 
under the present law, which 
provides for a $20 a week 
maximum and $6 a week min- 
imum payment. He also ex- 
pressed the belief that in- 
creased liberality in the 
interpretation of the compen- 
sation law must be guarded 
against. He pointed out that 
the compensation contracts 
have already been liberalized 
to such an extent that many 
cases, not before considered 
compensable, are now granted 

loss payments. 
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Executive Committee of 
H. & A. U. C. 


A meeting of the executive 
committee of the Health and 
Accident Underwriters Uon- 
ference has been called by its 
chairman, C. W. Ray, to be 
held Monday, December 5, at 
the Hotel La Salle, Chicago, 
Ill. 

It has been customary for 
the past few years to hold an 
executive session of the 
executive committee meeting 
to which representatives of 
member companies are in- 
vited. The purpose of such a 
session is to consider matters 
which have arisen since the 
last annual meeting of the 
Conference and also to dis- 
cuss any subjects which are 
of timely interest to the acci- 
dent and health business in 
general. 

















THE MEASURE OF WORTH 


Insurance Agents are entitled to service that represents the 
maximum of efficiency, backed by absolute assurance of 


Long experience 


A trained organization capable of rendering prompt and 
efficient service before and after a loss occurs. 


Nation-wide facilities 
A reputation for equitable treatment of clients. 


Sound financial standing 


We guarantee this kind of service to agents and their clients 
at any time—at any place. 


AMERICAN SURETY COMPANY 


of New York 


(Organized 1884) 


Home Office: 100 Broadway 


New York, N. Y. 


NEW YORK CASUALTY COMPANY 


(Organized 1890) 


Home Office: 80 John Street 


New York, N. Y. 


OTHER AFFILIATED COMPANIES OF THE AMERICAN SURETY GROUP 


Canadian Surety Company 
Home Office: Canada Permanent Building 


Toronto, Canada 


Cia. Mexicana de Garantias, S. A. 


Tacuba and Marconi Streets 
City of Mexico 
Mexico 


Fidelity and Surety Bonds, Burglary, Robbery 
Forgery, Plate Glass, Automobile and 


Liability Insurance 
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5 No serews or nails. 
Instantly removable. 
Locks with a key. 


No Latruder Can aes 
This Open Window! 


The home protected by “Shur-Loc” Window Guards is secure, day or night, against 
burglars, sneak thieves and kidnappers. Installed as easily as a screen, quickly re- 
movable from one window to another, ornamental as well as protective. 
“Shur-Loc” Guards cost little more than good screens. 





Exclusive Territory for Distributors Available 


This ingenious device is proving one of the most popular items ever conceived for home and apartment 
protection. Write today for complete information and secure the exclusive representation in your section to 
develop your own local selling organization. Sales leads furnished by us from a flood of inquiries already 
received from initial advertising campaign. 











The coupon below will bring information and details—without obligation or charge. 


SHUR-LOC WINDOW GUARD 


216 East 26th Street New York City Telephone, LExington 2-0463 
SEND FOR FREE ILLUSTRATED LITERATURE 


SHUR-LOC WINDOW GUARD CORP., 216 East 26th Street, New York 
Without obligation send information and details regarding the “Shur-Loc” Window Guard 
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Second Home Office Training School of the Aetna Cy & any Co. 


FAREWELL dinner 

was given recently at the 
Farmington Country Club, 
Farmington, Conn., for the 
men attending the Aetna 
Casualty and Surety Com- 
pany’s second Home Office 
Training School for casualty 
commission producers. Vice- 
president William L. Mooney 
announced that a third 
school, also limited to com- 
mission producers, will be 
held early in 1933. In direct 
charge of this school will be 
Field Supervisor Amos E. 
Redding, for many years 


instructor of the Aetna’s 
casualty training schools for 
salaried fieldmen, and who 
also has had direct super- 
vision over the two previous 
schools conducted for com- 
mission producers. 
Commenting on the work 
being done in these schools, 
Mr. Mooney said, “There is 
unquestionably an over-pro- 
duction of untrained agents, 
and not enough agents who 
are qualified to give com- 
petent and expert advice. 


real asset to the insurance 
profession in that they are 
affording our casualty repre- 
sentatives an opportunity to 
improve their knowledge of 
insurance and learn more 
about its proper application 
to individuals, industry and 
business. 

“It has been particularly 
gratifying,” said Mr. Mooney, 
“to have had so many men 
attend these schools who have 
been connected with the 
Aetna organization for a num- 


less specializing in one or two 
casualty lines, but now, they 
are devoting their efforts to 
all lines. 

As yet, no indication has 
been given as to the probable 
number of producers who will 
be accepted for the class to 
meet in January. Applica- 
tions already are being re- 
ceived, however, and in all 
probability the class finally 
selected will number approxi- 
mately sixty-five, equaling 
that of the present class, one 





of the largest ever conducted 
by any insurance company. 


ber of years. In most cases, 
these men have been more or 


We believe, therefore, that 
these training schools are a 
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Home Office Buildings 


Agents and Brokers— 


MARYLAND CASUALTY COMPANY 


Casualty Insurances 
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Maryland Services are the outgrowth of more than 
34 years of practical experience. Its organization can be of 
help to you, because of its Specialists in charge of each de- 
partment, qualified by natural aptitude, seasoned in the works, 
who will be glad to analyze your problems and gladly offer 
suggestions—a service of incalculable value to the man out 
after business. 


— _ BALTIMORE 


Bonding Lines 
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ASTING about at the last minute 
today for an idea to fill this vast 
space, and bewailing the paucity of my 
correspondence with the suspicion that 
it has been directed into other channels, 
I found my prayers answered in the 
morning mail. No, I shall not repro- 
duce the letter, nor shall I draw pic- 
tures or other column-filling devices to 
illustrate. My contributor—and inter- 
ested reader, by the way—was none 
other than Mrs. Dick Johnston, who 
forwarded a newspaper clipping about 
a phase of New York life that is of pe- 
culiar interest. 
. * * 
OWN in Water Street, almost in the 
shadow of Brooklyn Bridge, there 
is an institution which I once had oc- 
casion to visit for a newspaper, and to 
which the above named contributor ac- 
companied me with the proper amount 
of reportorial interest. It was the 
Jerry McAuley Mission, a haven for 
derelicts from Bowery and the water 
front, which was celebrating on that 
occasion its fifty-ninth anniversary. 
There was no deviation from the serv- 
ice that is held daily, and usually twice 
daily, except that visitors were per- 
mitted on this special day to witness 
the gratitude with which a down-and- 
outer will respond to a new deal. Food, 
clothing and shelter are offered by the 
Mission, with no strings attached. The 
men may never attend a service if they 
are not inclined to, but most of them 
are broken in spirit and accept passive- 
ly the first invitation. At the service, 
those who have received help and have 
been imbued with new hope, voluntarily 
arise and testify to the fact. New- 
comers drift in and listen to how others 
have changed their outlook on life, in- 
variably returning again and again. 
Nearly all have lived degraded lives 
and are honestly ashamed of it. As 
soon as they get the inspiration to start 
over again they are actuated by a de- 
sire to help others in the same step and 
give their testimony with much sin- 


cerity. . m ‘ 


HE clipping received this morning 
was about another anniversary of 
the Mission and I was interested to 
learn that it was held in the Fifth 
Avenue Presbyterian Church. The Rev. 
Dr. Henry Howard, pastor of the 


church, visits the Mission frequently. | 
He is a real fellow with the Water | 
Street men and they paid him a tribute | 


by dressing up nattily to return his 
visit last Sunday. 
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PEOPLE aNp 
PROBLEMS 


IN CASUALTY INSURANCE 


With election out of the 


way, the insurance authorities of a 
number of regulated states have 
begun consideration of workmen’s 
compensation rates and the pro- 
gram proposed by stock carriers 
allied in the National Bureau of 
Casualty and Surety Underwriters. 
Robert C. Mead of the National 
Bureau appeared before the Mary- 
land Insurance Commissioner on 
Nov. 10, in advocacy of the stock 
insurance program. Charles J. 
Haugh, actuary of the National 
Bureau appeared before the Mis- 
souri Superintendent of Insurance 
on Nov. 15, and on Nov. 17 and 18 
he will appear before the Superin- 
tendent of Insurance of Alabama. 
It is not known whether or not any 
appreciable change in the attitude 
of the various states toward com- 
pensation rates has been effected by 
the recent political changes. 
‘es 


The success of 


the Democratic campaign in Mary- 
land is due to a large extent to the 
work of a number of local insur- 
ance men, especially George L. 
Radcliffe, . vice-president of the 
Fidelity and Deposit, who was 
campaign manager for the state. 
Second honors go to David Stiefel, 
of Green & Abrahams, Inc., gen- 
eral insurance brokers, who made 
an excellent record as treasurer, 
in collecting the campaign funds. 
Other insurance men taking a very 
prominent part in the campaign 
were: Ambrose J. Kennedy, mem- 
ber of the firm of Poor, Bowen, 
Bartlett and Kennedy, who was 
elected to Congress from the Third 
District; Stephen W. Gambrill, 
counsel of the Fidelity and Deposit 
Company, also reelected to Con- 
gress from the Fifth District, while 
the other workers in the campaign 


included Mayor Howard W. Jack- 
son, head of the insurance broker- 
age firm of Riall, Jackson & Co. 


* * * 


The New Jersey Fidelity 


and Plate Glass Insurance Com- 
pany has been formally taken over} 
by William H. Kelly, commissioner 
of banking and insurance of the 
state of New Jersey, who will 
liquidate the business in accord- 
ance with the provisions of the 
New Jersey Law. 
* * * 


The first service 
fiag used in this country was that 
of the United States Fidelity and 
Guaranty Company, the idea being 
conceived in 1917 by Vice-Presi- 
dent Alonzo Gore Oakley. On Ar 
mistice Day, this flag, which con- 
tains eighty-two honor stars, was 
again unfurled in the New York 
office of the company. A brief but 
impressive memorial service was 
held. 


* * * 


Sone interesting 
casualty information will be found 
in Part 3 of the 1932 report off 
George S. Van Schaick, superin= 
tendent of insurance, to the legis 
lature of the state of New York 
This volume deals mainly with the 
casualty and miscellaneous lines of 
insurance and gives abstracts and 
tabulations of the 1931 business of 
67 New York State, 58 other state 
and 10 foreign companies author- 
ized in New York, a total of 1359 
and a net decrease of six for the 
year. The total income for 1931) 
was $866,708,213, a decrease of 
$48,434,009 for the year. Of the 
total, income from premiums was 
$751,870,473 as compared with} 
$800,996,943 for 1930. : 
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